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0. vk The Central Life handled 95% of all applications received from its agents 

© Co, during 1922. But of what significance is that to the life insurance man? It 

vilkess means that the Central Life agency force is not wasting effort. Every solici- 
tation counts. Practically every application taken means a policy delivered. 

‘ It means real co-operation, a real understanding of field problems. It means 

7 growing business for the Central Life agent. 


The Central Life has over $41,000,000 of business all having come over its 


own ‘‘counter.”” Assets in excess of $5,000,000. 


, How would you like to be a 95% man with the Central Life in Illinois, Iowa, 
7 Missouri, Minnesota, South Dakota, Nebfaska, Kansas and Michigan? 


| The Central Life Insurance Company of Illinois 
a OTTAWA, ILLINOIS 


Operates in Illinois, lowa, Minnesota, South Dakota, Michigan, 
‘Texas, Kansas, Missouri and Nebraska 
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IN DANGER AE REALIZES THE BENEFIT OF INSURANCE 








ILLINOIS MANAGERS WANTED 


At Bloomington — __ Freeport — La Salle 
Elgin — Peoria — Springfield 


Also some fine Gengral Agency openings in 
Eastern IOWA and Eastern MISSOU I 





LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 






INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 
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ADVANCED STEP TAKEN 
BY THE ORGANIZATION 


American Life Convention Will 
Make a Study of the Lapse 
Situation and Results 





VALUABLE WORK IS DONE 


Researches and Investigations Into Va- 
rious Lines Have Been Constructive 
in Their Results 





The meeting of the American Life 
Convention in Des Moines last week 
was constructive in its results. Per- 
haps the greatest step taken was the 
decision to appoint a special committee 
to investigate the lapse situation and 
see what recommendations can be made 
to check the vast waste in that direc- 
tion. This subject was referred to by 
anumber of speakers. Lee J. Dough- 
erty, general manager of the Guaranty 
Life of Davenport, who was president 
of the organization, made the recom- 
mendation that a special committee be 
appointed, in his annual address. Vice- 
President C. I. D. Moore of the Pacific 
Mutual, who was one of the delegates 
from the Life Presidents Association, in 
a talk also stressed the importance oi 
taking up the investigation of lapses and 
urged the appointment of this commit- 
tee. Mr, Moore suggested that perhaps 
the present system of commissions in 
life insurance is not the best one, He 
stated that the present incentive is for 
agents to sell the policy paying the larg- 
est commission rather than the one that 
is best suited to the applicant. Mr. 
Moore hinted that some change might 
’¢ made to great advantage in the busi- 
ness as a whole. Vice-President and 
Actuary Gordon Thomson of the West 
Coast Life, in a carefully prepared paper, 
analyzed the lapse situation. 
Makes Valuable Investigation 


The American Life Convention has 
succeeded in making from time to time 
interesting researches and investigations 
that have proved of great value to the 
comparies. For instance, at the conven- 
tion last year, Actuary C. H. Beckett of 
the State Life presented the report of 
the special committee that was ap- 
Poited in 1921 to investigate substand- 
ard business. At the Des Moines con- 
vention last week, Dr. Henry Wireman 

ook, vice-president of the Northwest- 
ern National Life, presented the report 
on total and permanent disability ben- 
cits, the committee of which he was 
Chairman having been appointed a year 
#g0 to look into this subject. 


Investigations Are Valuable 


investigations are most valu- 
not cal e American Life Convertion is 
is only serving its own members but 
tothe the results of these researches 
po ¢ business as a whole. There were 
attend eas of outside companies who 
chief ed the Des Moines convention 

ley to listen to the report on total 

(CONTINUED ON PAGE 24) 





ACTUARIES WILL MEET 
TO DISCUSS MANY QUESTIONS 


American Institute Announces the Sub- 
jects for Discussion at Its Fall 
Meeting in Chicago 


The autumn meeting of the American 
Institute of Actuaries will be held at the 
Auditorium Hotel, Chicago, Nov. 22-23. 
The meeting will open the first morning 
at 9 a. m. On the evening of the first 
day there will be a dinner-dance at the 
hotel. Lawrence M. Cathles, president 
of the North American Reinsurance of 
New York, is president of the institute. 
The board of governors will meet in 
Chicago, Nov. 21. The program is as 
follows: 


1. Sub-standard Insurance 


(A) The preparation for a future joint 
investigation of mortality experience on 
substandard business. 

1. Could such uniformity in under- 
writing practice be agreed upon as 
would result in sufficiently homogeneous 
statistics for joint investigation? 

2. The practicability of all con- 
tributing companies adopting in advance 
a suitable code covering all features con- 
sidered in the selection of risks, and 
keeping currently all necessary records 
for a report to a central committee 
which would analyze the data. 

3. The arrangement of substandard 
records and the proper design of Hol- 
lerith cards that will make it easy for 
a company to take off its experience on 
substandard business. 

(B) What method of loading pre- 
miums for substandard policies is prefer- 
able? 

(C) What amount or rate of commis- 
sions should be paid for substandard 
business? 

(D) Should surrender charges against 
substandard policies be greater than for 
standard policies, and if so, should they 
increase with an increase in rate of 
mortality? 

- . . 


2 Disability Benefit 


(A) (1) Discussion of the rates and 
reserves for the disability benefit under 
which permanent disability is defined as 
“Total Disability which has lasted three 
months.” 

(2) Method used to overcome the com- 
plications caused by the number of tem- 
porary claims which must be construed 
as “permanent” under the clause. 

(B) (1) How should disability pre- 
miums be determined when this provision 
is issued with a substandard policy? 

(2) How should the disability re- 
serves be determined in such cases/ 

(C) What adjustment in rates is 
necessary in the case of a company 
changing from the old disability clause 
with a six months’ waiting period to the 
present “three months” clause? 

(D) . Discussion of the practice of com- 
panies in regard to paying back benefits 
in cases of claims which show disability 
to have existed for some time prior to 
the submission of proofs. 

(E) Are companies changing their at- 
titude in regard to the more general ac- 
ceptance of female risks for the disa- 
bility and double indemnity benefits? 

> . + 


3. American Men Table 


(A) Estimates and adjustments to be 
applied to the gain and loss exhibit made 
on the usual basis to transform it into 
an exhibit on the basis of the American 
Men table. 

(B) What changes would have to be 
made in the general statutes of the vari- 





PLAN FOR 1924 RALLY 
NEW ORLEANS GETS MEETING 


American Life Convention Passes Reso- 
lution Commending Insurance Dept. 
of Chamber of Commerce 


The executive committee of the Amer- 
ican Life Convention met in Des Moines 
last week following the adjournment of 
the regular meeting. It was voted to 
hold the 1924 meeting in New Orleans 
some time in October, the date to be 
decided by the committee. The execu- 
tive committee will hold its next meet- 
ing in New York City, the first week in 
December, at the time of the meeting of 
the Life Insurance Presidents’ Associa- 
tion, 

A number of important questions are 
scheduled to come up for consideration 
at that meeting. 


Resolution on Chamber of Commerce 


The executive committee adopted the 
following resolution regarding the in- 
surance department of the United States 
Chamber of Commerce: 

“Resolved, that the executive com- 
mittee of the American Life Convention 
approves the work of the insurance de- 
partment of the United States Chamber 
of Commerce in helping to develop a 
sound public opinion on insurance among 
business men, investigating major prob- 
lems affecting the progress of the insti- 
tution of insurance, bringing to bear the 
influence of organized business upon 
those legislative proposals, which would 
put the state in the insurance business, 
and its conservative activities in helping 
to save lives and property. The com- 
mittee therefore reauests that the vari- 
ous members of this Convention coop- 
erate with the National Chamber of 
Commerce and with the local chambers 
of commerce and so help carry on the 
insurance service locally, which the 
United States Chamber is rendering in 
a national way.” 





in the mortality table now used as a 
standard table? 


. . . 
4. Automatic Premium Liens 


(A) Where premiums are payable 
quarterly is it the practice to charge up 
the remaining quarterly instalment of 
the year and put the policy over on an 
annual basis? 

(B) (1) Where several premiums have 
been charged as a lien and the policy 
holder makes a part payment on the len 
what form of receipt is sent? 

(2) Where the entire lien is paid off 
what form of receipt is sent? 

(C) Under what conditions is the as- 
sured permitted to surrender the policy 
for cash where he requested automatic 
premium liens in the application for the 
policy? 

7 . 7” 


5. Annuity Rates 


What mortality tables and rates of in- 
terest should be used for annuity pre- 
miums and calculations for insurance 
settlements/ 

. . . 


6. Group Insurance 


The advantages or disadvantages of a 
company with a moderately small amount 
of insurance in force entering the group 


ous states to enable a change to be made | insurance field. 





SPECULATION IS SEEN 
IN INSURANCE STOCK 


Drive Is Being Made by Brokers 
and Syndicates on Small 
Companies 


MISREPRESENTATION MADE 


Insurance Commissioner Kendrick of 
Iowa Jumps Into the Breach to 
Protect Stockholders 


Much solicitude is felt in some direc- 
tions over the speculative trend in pur- 
chasing the stock of insurance compan- 
ies to liquidate the institutions or to 
sell out at an advance price. This has 
become so notorious in lowa that Insur- 
ance Commissioner Kendrick is taking 
an official hand in order to check the 
predatory raids of certain socalled brok- 
ers, 

Get a Taste of Blood 

There have been some comfortable 
sums made in the purchase of insurance 
companies and their subsequent liqui- 
dation. There is a market for insurance 
through the reinsurance route. Com- 
panies will pay a good price for insur- 
ance of any kind. In Des Moines for 
example it is stated that one or two 
bankers and some business men have 
nade a killing out of the liquidation of 
some companies and having secured a 
taste of blood they are seeking new 
worlds to conquer, The plan is to send 
cut a band of stock salesmen to frighten 
stockholders into selling their holdings 
at a reduced figure. It is stated that 
in some cases the report is circulated 
that the company is in the hands of a 
receiver or about to be placed in a re- 
ceiver’s hands. Some framed up pe- 
tition is filed in court, seeking an order 
to liquidate. A photographic copy is 
used in connection with the effort to 
cepress the stock. 

Syndicates Are Formed 


Syndicates have been formed in some 
cities for the purpose of acquiring com- 


panies. There are well known markets 
for fire, life and casualty companies. 
‘Lhe business can be readily sold. Prop- 
ositions for a merger are made. After 


the business has been disposed of the 
company is liquidated, the stockholders 
realizing handsome returns. So men- 
acing have become these operations 
that Commissioner Kendrick feels that 
it may be necessary to bring the matter 
to the attention of the Insurance Com- 
missioners Convention. A number of the 
officials of the newer companies in Des- 
Moines have held a meeting and have 
agreed to stand together against any at- 
tempted raid on their stock. 


Syndicates Are Formed 


There have come into existence so- 
called insurance brokers who are scour- 
ing the country for victims, All sorts 
of schemes are devised to frighten the 
management and the stockholders. It 
is even stated that in some instances 
an insurance commissioner’s office has 
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been used to make a socalled investiga- 
tion and sew the company up in poor 
form. Some men are making it their 
business to act as brokers for the pur- 
chase of companies and business. 
Insurance Commissioner Kendrick de- 
clares that the practice has become 
notorious and reprehensible. He feels 
that it is harmful to the business as a 
whole, detrimental to the stockholders 
and will reflect on all companies. 
Towa has a large number of home 
companies. For the time being it seems 
to be the target for the insurance 
broker sharpshooters. Their operations, 
however, are not confined to Iowa, In- 
surance commissioners in other states 
are feeling the effects of these vultures 
that are flying around the insurance 
skies ready to pounce upon a fine car- 


cass. 
Stockholders Are Addressed 


Recently Commissioner Kendrick ad- 
dressed 10,000 stockholders of insurance 
companies in his state as follows: 


In the supervision of insurance cor- 
porations and their activities, there are 
many angles and phases of the business 
to which this department must give con- 
sideration and attention, 

The financial statements of the insur- 
ance companies as submitted at the con- 
clusion of each year are intended not 
alone for the information of this depart- 
ment, but also by way of information to 
the public. Not only one who contracts 
for insurance, but also one who becomes 
a purchaser of the stock of the company 
is entitled to rely on such statements. 
All such statements are filed with this 
department each year and any informa- 
tion with reference to the financial con- 
dition and operations of companies 
authorized to transact business in this 
state is furnished free of charge upon 
proper inquiry. 

Condition Is Misrepresented 


This letter is addressed to you as a 
stockholder in an insurance corporation 
for the purpose of making inquiry into 
the alleged practices of certain individ- 
uals or groups of individuals in connec- 
tion with their attempts to purchase the 
stock of various insurance corporations. 
It is the understanding of this depart- 
ment that these individuals are misrepre- 
senting the financial condition of insur- 
ance companies and are alleging that the 
solvency of the companies is threatened 
and that the conditions are such that 
dividends will never be paid. These ar- 
guments are apparently being used for 
the express purpose of purchasing stock 
at a figure far below its actual book 
value. 

This department is vitally interested 
in knowing just what representations are 
being made and in securing the names of 
the individuals responsible for such rep- 
resentations. In order that such infor- 
mation may be secured, it is requested 
‘that you address a letter to this depart- 
ment using the enclosed envelope and 
fully answering each and every one of 
the questions appearing on the enclosed 
sheets, ; 

Questionnaire Sent Out 


In. connection with this letter Mr. 
Kendrick sent out a questionnaire to the 
stockholders endeayoring to get a line 
on the methods employed by these brok- 
ers. The data collected will undoubt- 
edly form the basis for some publicity 
on part of the Iowa department. Com- 
missioner Kendrick is known to be a 
courageous and hard fighting official. 
He feels that it is his duty to protect 
the insurance interests of his state and 
is much in earnest in the campaign he 
has started. The questionnaire is: 

1, Do you now own or have you in 
the past owned any stock of an insurance 
COTROTRRIOND. BOE 6 oécccccccccccsizicece 

If so, give the names of the companies. 

2. Have you ever been solicited to sell 
your stock, either by personal call or by 
mail? Ans. 

3. If such solicitation has been made, 
give the names of the parties and the 
dates upon which you were solicited. 

4. What representations were made to 
you with reference to the financial condi- 
tion of the company and what arguments 
were used in the attempt to persuade 
you to dispose of your stock? .......... 

5. What price were you offered for 
the stock per share? Ans. 

6. Have you already disposed of your 
GOOG? AME <ccvecccvcceces 

If so, state whether or not this action 





TELLS OF “KNOCK-OUT” 


HOW JACK DEMPSEY WAS SOLD 
Agent for Metropolitan Life Placed 
$25,000 Policy on King of Ring 
on Eve of Battle 





To approach a world’s champion of 
any sport, and especially of the boxing 
world, on the very eve of a great 
championship bout and, as a total 
stranger to this champion, obtain his 
signature on the dotted line for an ap- 
plication for $25,000, together with cash 
settlement for the single premium pay- 
ment, would be an enviable achievement 
—and yet this was the feat accomplished 
by an agent of the Metropolitan Life 
in the Glens Falls, N. Y., district. 
Frank A. Llewellyn, the agent, ap- 
proached Jack Dempsey, heavyweight 
boxing champion of the world, on prac- 
tically the eve of his great bout with 
Luis Angel Firpo, heavyweight con- 
tender, and came out of the interview 
unscathed and the possessor of a check 
for $16,618 as the single premium on 
a $25,000 15-year endowment. 


Case of Persistence 


It was a notable case of persistence 
in salesmanship. Mr. Llewellyn went 
on the case unknown to the champion 
and not knowing him except through 
articles on the sporting page. It is true 
he obtained entrance into the inner 
sanctum of the boxing kind through a 
card endorsed by a “friend of a friend,” 
but that counted for little in the real 
work of the case. The agent after a 
ersistent attack on the stronghold of 
fack Dempsey, finally passed the nu- 
merous guards and was in the presence 
of the champion. It was on Sept. 1, 
just two weeks before the title match 
and in the midst of the training work 
at White Sulphur Springs. The subse- 
uent interview developed that Mr. 
empsey had been contemplating in- 
surance for some time and was ready 
to accept the plan proposed, which will 
guarantee a cash return in 15 years—a 
time when the world champion may 
greatly need the money. The uncer- 
tainty of the position of the man is in- 
dicated in his answer to the question of 
change of occupation, Jack Dempsey 
saying, “Not at present—Eventually.” 


Plan Was Good ‘Seller” 


As_is pointed out by the Metropoli- 
tan Life in its last issue of “Tower 
Talks,” its monthly house organ, in re- 
viewing the details of this sale, this 15- 
year single premium endowment was 
fitted for the case, as it is for anv mem- 
ber of the entertaining profession whose 
earnings are high during the few years 
of his prime, but who is _ forgotten 
quickly when public favor shifts to a 
new idol. This is even more true of a 
boxing champion than in the case of 
an entertainer. William Harrison 
Dempsey, as the application showed his 
name, was thus entered on the books 
of the company, though not until the 
day after the Firpo fight. In this con- 
nection it is also pointed out that the 
agent had a most difficult task in get- 
ting the policy delivered, as Dempsey 
was more closely guarded after the fight 
than before and it was a Herculean task 
to gain admittance to the reaffirmed 
boxing king. 





was voluntary on your part or whether 
you were solicited, also state the price 
received per share and to whom the stock 
was assigned, 

7. Have you received any letters, cir- 
culars or had any correspondence of any 
nature whatsoever from individuals seek- 
ing to purchase your stock? Ans. ....... 

If so, will you kindly attach such cor- 
respondence to your letter in order that 
it may be inspected by this department? 
Any correspondence which you forward 
will be returned if you so desire. If cor- 
respondence has been destroyed, please 
give substance of same, 


ee ee 





UNDERWRITER 
DUTIES ARE ASSIGNED 
MISSOURI STATE LIFE PLAN 


President Singleton Announces Some 
Changes in Home Office Organiza- 
tion and Personnel in Company 





President M. E. Singleton of the 
Missouri State Life announces some 
changes made in the home office organ- 
ization and official personnel. The an- 
nouncement is as follows: 

Frank O. Hicks, vice-president, takes 
over the responsibility for all financial 
matters, including investment of com- 
pany funds, handling of all moneys, ac- 
counting for the same, etc. In other 
words, his duties are those of a financial 
vice-president. Through the comptrol- 
ler his authority extends to accounting 
and the handling of funds in every de- 
parement of the company in the home 
office and the field; except that methods 
and practices in agency accounting, col- 
lections and renewals will be worked 
out with Vice-President T. F, Lawrence 
in conformity with the company’s gen- 
eral plan of business operation. 

Thos, F. Lawrence’s Duties 


The responsibilities of Vice-President 
T. F. Lawrence will remain as hereto- 
fore, comprising the direction of the in- 
surance end of the company’s business 
with specific jurisdiction over these de- 


partments: Accident, actuarial, admin- 
istration, agency, claim, group, life, 
medical. He is also a member of the 


selection committee and responsible for 
its activities under the company’s by- 
laws. 

Vice-President Frank O. Hicks as- 
sumes charge of all financial activities 
and the direction of departments and 
divisions as follows: Auditing derart- 
ment, investment division, cashier’s di- 
vision, financial department, paymaster. 


Accounting and Auditing 


James Scott, comptroller of the com- 
pany, assumes the duties pertaining to 
that post, covering all matters connected 
with accounting and auditing through- 
out the company. He will be respon- 
sible to and work under the direction 
of Vice-President Frank O. Hicks, and 
have direction of the auditing depart- 
ment, comprising these divisions: Col- 
lection, renewal accounts, agency ac- 
counting and division of accounts. 


Life Department 


The life department consists of the 
following divisions: Application, policy 
loan, policy, conservation, premium note, 
index and rating divisions. 

All these divisions are subject to the 
general direction of the secretary, F. H. 
Morgan, and under the immediate su- 
pervision of M. W. Donnelly, assistant 
secretary. 

Fourth Vice-President James J Parks, 
as chairman of the selection committee, 
has general charge of all underwriting 
matters under Vice-President T q 
Lawrence, and functions with the 
actuarial department, the medical de- 
partment and the index and rating di- 
visions of the life department. 


Claim Department 


A claim department is established as 
of Oct. 1, under the charge of P. J 
O’Connor. This department will han- 
dle and be responsible for all claims 
arising in the life department, and acci- 
dent department and the group depart- 
ment, and will take over as rapidly as 
possible all claim work now handled 
in the various departments named. 

The administration department com- 
prises the following divisions now es- 
tablished or to be established: Filing, 
transcribing, home office building, sup- 
ply and printing, personnel, purchasing, 
mailing and cafeteria divisions. 


F. N. Croxson. manager at Omaha for 
the Equitable Life of New York, has 
been appointed chairman of the mem- 
bership committee of the Chamber of 
Commerce, 





CREIGHTON PLAN FAILS 


SEEK ENDOWMENT AT OMAHA 
Collapse of Life Insurance Drive Laij 
to W. O. W. Official’s Effort to 
Turn Things His Way 





OMAHA, NEB., Oct. 23.—Life jp. 
surance men here seem _ practically 
unanimous in the expressed belief tha 
the project to give Creighton University 
a $2,000,000 endowment fund_ through 
the life insurance plan is a fizzle. |; 
seems that only about $500,000 has beep 
placed on this plan and there is no 
longer any interest in it either on the 
part of insurance men or the public, 

The principal reason for this seem; 
to have been the alleged efforts of 
Sovereign Commander Fraser of the 
Woodmen of the World to get most oj 
the insurance so placed for his organ. 
ization. The board of regents of the 
university is largely composed of bank 
officials and the Woodmen of the World 
having deposits aggregating near) 
$2,000,000 in Omaha banks, naturally 
have some influence with the bank of- 
ficers. Mr. Fraser is stated to have 
boasted openly that the old line com. 
panies would never get any business oj 
any consequence as a result of this 
movement and after life insurance men 
had given the plan a fair trial, they 
came to the conclusion that perhaps he 
was right. What the Woodmen of the 
World have gained is problematical. 


Outlook Seemed Favorable 


While Creighton University is 3 
Catholic institution, it is conducted on 
a broad-gauge, almost non-sectarian 
plan, which has gained for it a very re- 
markable degree of esteem, and the 
university is the pride of the city and 
the state. It seemed, at the outset of 
this movement last spring, when review- 
ing the carefully laid plans of local old 
line life insurance men to district the 
city and to make a systematic canvass 
of every man and woman in Omaha able 





to take up this proposition, that its f 


success was assured. 
teams 
cards laboriously prepared and arrarged 
according to location, and work was 
commenced with an energy and enthv- 
siasm which made everyone interested 
feel that the goal of two million would 
soon be reached. 


Monkey Wrench in Machinery 


But it was soon evident that some 
one had thrown a monkey wrench into 
the machinery and later it came out that 
Sovereign Commander Fraser was keef- 
ing the Woodmen of the World very 
strongly to the fore. Bank officials com 
firmed some of the reports whic 
gained currency and it soon became ap- 
parent to life insurance men selling red 
insurance that Hheiy activities would 
gain better results if displayed in othe 
ways. 

Omaha underwriters present at th 
Chicago meeting, listening to the. tales 
of how bequest and endowment insur 
ance plans for civic and educational m- 
stitutions might be put across, ha 
cynical smiles on their faces as they ™ 
membered how an effort of this sort ™ 
Omaha had come to an untimely 
and why. 





Dallas Club Meeting 
the 


The second monthly meeting 0! 
Life Insurance Agency Managers . 
of Dallas. Tex., was held last week wi? 
C. S. Bailey, representing the Americ 
National, presiding. More than on 
the 45 members of the club attendet 
the meeting. The principal address ¥* 
delivered by Dr. H. D. Knickerbocktt 
presiding elder of the Dallas distrie 
Methodist church. The club met 
monthly for a discussion of matters 
lating to agency managers and life 
surance generally. It generally - 
some prominent person to deliver * 
address at the meetings. 
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SOME CHANGES MADE 
IN MEETING PLANS 





National Association of Life Un- 


derwriters Will Have Half 
Day Sessions in 1924 


SCHEME FOR LOS ANGELES 


Officers Are Considering the Advisabil- 
ity of Employing a Field Secretary 
to Stir Up Interest 


NEW YORK, Oct. 24—One of the 
lessons impressed upon the management 
of the National Association of Life Un- 
derwriters at the recent annual conven- 
tion of the organization at Chicago was 
that the attention of the delegates can 
not profitably be concentrated upon a 
full day’s program, and that more sat- 
isfactory results will be attained if 
shorter sessions are held. It has al- 
ready been determined that when the 
association meets at Los Angeles next 
year, business sessions will be held only 
in the forenoon, leaving the balance of 
the day free for such use as the mem- 
bers care to make of it. Such an ar- 
rangement will not only obtain at Los 
Angeles but is likely to become a fixed 
policy at all other annual conventions. 
Leaders of the association realizing 
that away from their customary environ- 
ment, three hours of concentrated effort 
upon a business program, is about all 
that can reasonably be asked of the 
delegates. If discusions are prolonged 
beyond that time the attendants become 
restive and lose interest in the proceed- 
ngs. 

Combine Business and Pleasure 


True as to all large gatherings this 
Statement applies with peculiar force 
in so far as Los Angeles or any other 
California center is concerned, for in 
taking such a journey many of the dele- 
gates plan to make it a combination 
business and pleasure trip, and are ac- 
companied by their wives and other 
family members bent upon seeing the 
sights, 

General gratification is felt over the 
selection of Graham C. Wells of this 
city, as president of the National body. 
he new chief executive is a man of 
attractive personality as well as a suc- 
cessful underwriter, who can be counted 
upon to direct the organization along 
Sale and progressive channels. 


Should Not Require Visits 


Though Mr. Wells will not be able 
to travel about the country to anything 
like the degree of his predecessors, that 
fact should not militate against the 
‘cntinued prosperity of the organiza- 
eed the opinion being that each local 
o¢y should have sufficient interest in 
maintaining itself and in supporting the 
policies of the National Association to 
ee nelly carry on, wholly regard- 
$s of visitations from the chief exec- 
utive, 
tit fact, the whole trend of the na- 
Writers eanization is to interest under- 
pee in their home associations, ap- 
i = that if this be accomplished 
rem ye be no question as to the pros- 
arity of the parent body. For the aid 
a i associations Executive Secre- 
tien a of the National Associa- 
ler te preparing a series of manuals 
gath Se by the latter in conducting 
“a“erings during the next 12 months. 


Topic for December 


ant the plan agreed upon at Chi- 
an rte: per topic will be considered 
during es at all sectional associations 
reviewed © new year. The topic to be 

®¢ at the December meetings 





IS NOW A BILLIONAIRE 


EVENTFUL PERIOD REACHED 





Massachusetts Mutual Life Has "Had a 
Remarkable Growth Especially Dur- 
ing the Last Five Years 





The Massachusetts Mutual Life has 
now gotten into the billion dollar class 
so far as insurance in force is con- 
cerned. Announcement was made 
Wednesday of last week that the com- 
pany had reached this eventful period. 
At the close of last year its business 
in force was $912,335,286. It has 326,- 
175 policies on its books. 

The Massachusetts Mutual Life was 
incorporated in 1851 and has had 72 
years continuous existence. It is one of 
the great companies of the country that 
is notable for its service to policy- 
holders. At the close of September its 
new business for this year amounted to 
$122,000,000, a gain of more than $17,- 
000,000 when compared with the similar 
period of last year. The company has 
had a phenomenal growth during the 
last five years. Over $500,000,000 of 
the business on its books has been 
written during the last five years. Its 
record beginning Dec. 31, 1917, to Dec. 
31, 1922, is as follows: 


WDAZ wncccccccccccccccceccces $450,212,181 
BORD ccccccoceccesescesceesess 490,793,291 
BERD caccvceacococenaccoscenes 601,068,160 
BODO ccvcccccecescceseveseses 728,743,346 
BORE ccevcvecccscccccesescess 817,054,919 
BOBS cccccccccccccccccscceses 912,335,386 








will be “Life Insurance and Banking 
Credits,” than which no subject is of 
greater interest to life men at the pres- 
ent time. The manual Mr. Ensign is 
working upon, and which will be ready 
for delivery about Nov. 1, will clearly 
outline the meaning of the topic for 
the month and will supply illuminating 
cata from a variety of sources bearing 
upon the proposition. Future issues of 
the manual will be of the same general 
rature, thus placing in the hands of 
local associations a basis for profitable 
consideration. At the common topic 
meetings association members will be 
free to invite as a guest a man partic- 
ularly interested in the subject under 
review and anxious to learn the relation 
of life insurance thereto, thus identify- 
ing insurance with manifold business 
and professional affairs, 

No action looking to the engagement 
of a paid field secretary for the National 
Association has yet been taken by the 
management of the organization, though 
the matter is being attentively studied 
from its various angles. The question 
of the expense involved is of high im- 
portance, and this is being given primary 
consideration. Once this be settled 
search will be made for a man, thor- 
oughly familiar with life insurance and 
capable of inspiring agents throughout 
the country to a fuller realization of its 
rianifold benefits, and also of the bene- 
ficial results to be attained through 
membership in the National Association. 


Open Dallas School 


The Dallas school of commerce of 
Southern Methodist University, held in 
connection with the North Texas Asso- 
ciation of Life Underwriters and Life 
Insurance Managers’ Club of Dallas, 
has planned four courses in life insur- 
ance salesmanship, which open this 
week, 

Classes will be held on Monday even- 
ing of each week through two semesters 
of three months each. The courses are: 
“The Principles of Life Insurance,” 
taught by Everett G. Brown; “Uses for 
Life Insurance,” O. Samuel Cummings; 
“Practical Life Insurance Salesman- 
ship,” Sam Weems, and “Life In- 
surance Policy Contracts and Under- 
writing Practice,” W. A. Rinker. 

All the work will be under the direc- 
tion of Mr. Cummings, educational 
director of the North Texas Association 
of Life Underwriters and a graduate 








HOLLIS AT CONVENTION 


MADE A GOOD IMPRESSION 





United Life & Accident Is Moving 
Along in Fine Shape, Following 
Strictly Orthodox Methods 





Allen Hollis of Concord, N. H., the 
new president of the United Life & Ac- 
cident, attended the meeting of the Am- 
erican Life Convention in Des Moines 
last week. He is an attorney and was 
present during the sessions of the Legal 
Section as well as the convention 
proper. The underwriting and insur- 
ance work of the company is in the 
hands of Secretary R. J. Merrill, who 
‘was formerly insurance commissioner of 
the state. 

The company is running along in 
fine shape. The directors are men oi 
probity. They are conservative and are 
anxious to develop the company along 
very substantial lines. They are op- 
posed to all methods that smack of 
high pressure. The directors are very 
orthodox in their views. President 
Hollis made a fine impression on the 
executives attending the Des Moines 
meeting. 

Read Is a Stockholder 


Eugene E, Read, superintendent of 
agents of the United Life & Accident, 
who took charge of the agency depart- 
ment on May 1, is one of the largest 
stockholders of the company and a man 
ot affairs in New England. Under Presi- 
dent Wilson he was United States com- 
missioner to Porto Rico. Some months 
ago he sold out his business in New 
York and took charge of. the agency 
development of the United Life & Acci- 
dent in which work he is making a 
The United is writing over a 


success. _is 
million a month and is in 22 states. It 
will on the first of the year enter 


Massachusetts and will be the first pre- 
liminary term company to enter that 
state. 


MEDICAL DIRECTORS’ MEETING 





Dr. William R, Ward of Mutual Benefit 
Life Elected President at Session 
Held in Hartford 





At the conclusion of the annual meet- 
ing of the Association of Life Insurance 
Medical Directors, held last week at the 
home office of the Travelers in Hart- 
iord, Dr. William R. Ward of the Mu- 
tual Life was elected president. This 
means that the next annual mecting 
of the organization will be held in the 
Lome office of that company, as it is 
the plan of the association to meet at 
the home office of the medical director 
who is its president. 

Dr. Ward succeeds Dr. Frank L. 
Grosvenor, medical director of the Trav- 
elers. Other officers elected were: First 
vice-president, Dr. C. F. S. Whitney, 
Home Life; second vice-president, Dr. 
Angier B. Hobbs, New York Life; sec- 


SHOWS THAT BUSINESS 
GAINS ARE MAINTAINED 





Report of Research Bureau Gives 
Figures on New Life 
Insurance 


PROSPERITY IS EVIDENCED 


Country as Whole Shows 19 Percent 
Gain in September Over Same 
Period in 1922 


NEW YORK, Oct, 23.—Sales of ordi- 
nary life insurance in the United States 
continued during the third quarter of 
this year to run about 20 percent above 
the corresponding period of last year. 
Over $4,000,000,000 of insurance was 
jaid for during the first nine months of 
the year, according to reports made to 
the Life Insurance Sales Research Bu- 
reau by companies which had in force 
over 80 percent of the outstanding legal 
reserve ordinary business on Jan. 1, 
1922. 

Good Increase Still Shown 


These companies issued $1,350,000,000 
of ordinary insurance on a paid basis in 
the third quarter, an increase of 19 per- 
cent above the same period in 1922, 
when $1,130,000,000 of insurance was 
sold; and 36 percent above the same 
period in 1921. Sales during the third 
quarter of the year decreased 13 per- 
cent frem the second quarter, but this 
decrease is no greater than the normal 
decrease from the second to the third 
quarter. During September sales were 
well in advance of those of last year in 
all sections of the country, and averaged 
19 percent higher for the whole country. 


Prosperity Found General 


The generally prosperous condition of 
the life insurance business is evidenced 
by the fact that in no state have the 
sales to Oct, 1 of this year been less 
than in the corresponding period last 
year. Sales in the eight geographical 
districts into which the Life Insurance 
Sales Research Bureau has divided the 
country show an increase of from 14 to 
26 percent above last year. The great- 
est gains have been made along the 
Pacitic Coast and in the southern states, 
although conditions in both sections 
showed less improvement in Septem- 
ber than for the year to date. The 
west central states have gained less 
during the first nine months of the 
year than any other section probably 
on account of the poor agricultural situ- 
ation. During September sales picked 
up well in North Dakota and Nebraska, 
but fell behind in South Dakota and 
Minnesota. 


Improvement in New England 





retary, Dr. Chester T. Brown, Pruden- 
tial; treasurer, Dr. Charles L. Chris- 
tiernin, Metropolitan Life; dditor of 
the proceedings, Dr. Eugene F. Rus- 
sell, Mutual Life; executive council, 
Drs. George A. Van Wagenen, E. W. 
Dwight, J. Allen Patton, W. W. 
Lteckett, John B, Steele. 





Good Work in Illinois 


In connection with the Illinois stand- 
ard of valuation, which has now been 
adopted by the eastern states that held 
off for a long time before permitting 
preliminary terms, it is interesting to 
know that the form of valuation was 
prepared when the late Col. John J. 
Brinkerhoff was actuary of the Illinois 
state insurance department. George 
Huskinson was then assistant actuary. 
He is now deputy insurance i 





of Carnegie Institute. 





superin- | 


In August and September the New 
England states, which have been behind 
the whole country, picked up in spite 
of the fact that sales in Maine were 
actually less than a year ago. The 
sales to Oct. 1 in this state are just 
equal to the sales in the same period last 
year. Sales gained less than the coun- 
try’s average in September in the Mid- 
dle Atlantic and in the southwestern 
states, although both sections had been 
gaining more than the rest of the coun- 
trv earlier in the year. The central 
states maintained their 18 percent in- 
crease over last year. The western 
states, which did not do as well in the 
first nine months, showed better than 
average gains in September. 

Sales in New York City, Chicago, 
Philadelphia and Boston, the only cities 
for which figures are reported, showed 
very much greater increases in Septem- 





tendent of Illinois. 





ber than were shown in August. 
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INSURANCE “AD’’ MEN 
MEET AT ST. LOUIS 


Notable Program Presented at 
First Regular Session of Ad- 
vertising Conference 


OFFER PRODUCTION AIDS 


Methods ‘of Increasing Sales of All 
Classes of Insurance Discussed by 
Company Experts 


ST. LOUIS, MO., Oct. 23.—The In- 
surance Advertising Conference held its 
fist regular meeting here yesterday 
and today. There were some 75 insur- 
ance advertising men in attendance and 
rarely has a more interesting and in- 
structive program been gotten together. 

Leon A. Soper, of the Phoenix Mutual 
Life, president of the conference, opened 
the gathering Monday morning and in 
a brief address outlined the aims and 
purposes of the gathering, emphasizing 
the need for cooperative thought in 
solving the mutual problems of- insur- 
ance advertising. He also advocated 
that all who could do so remain in St. 
Louis for the three days following their 
own conference to attend the direct 
mail advertising convention, stating that 
the questions to be discussed at that 
convention and their solution were of 
vital interest to insurance. A very large 
number of the insurance advertising 
men remained in St, Louis for the sec- 
ond convention. 

Many Round Table Discussions 


A. H. Reddall, advertising manager 
of the Equitable Life of New York, told 
the scope and purposes of the confer- 
ence, and in a general way touched on 
the many phases of the public and com- 
fany work to which every man handl- 
ing advertising for an insurance com- 
pany must give careful consideration. 

His address was followed by “Re- 
search Facts in Life Insurance, Fire In- 
surance and Casualty Insurance Avail- 
able for Business Building Through 
Publicity,” being a symposium of the 
best thought on such subjects. Through- 
cut the conference the round table dis- 
cussion of all problems touched on by 
the various speakers was featured, the 
rule being that at the close of an ad- 
dress anyone was free to ask questions. 
In this way many interesting angles of 
various problems were brought before 
the conference. 


Good Membership Reported 


Joseph Mocdon, president of the Di- 
rect Mail Advertising Association, gave 
the conference a hearty welcome. He 
said that the essential fundamentals of 
advertising are well understood and 
that many of them could be applied to 
insurance, 

C. S. S. Miller, advertising manager of 
the North British & Mercantile and 
chairman of the membership committee, 
reported that 85 paid members were in 
the conference with seven applications 
pending. Thirty-six members had 
registered at that time, Of the 85 mem- 
bers 22 were life companies, 13 fire, 15 
cesualty, one automobile, 14 local agen- 
cies, 10 insurance newspapers and daily 
newspapers, 6 advertising agencies and 
one service company. 


Insurance as National Safeguard 


“How Can a Better Understanding 
and Appreciation of Insurance as a Na- 
tional Safeguard be Effected through 
Publicity” was :the subject of consider- 
able interesting discussion. It was sub- 
divided into three groups: (a) Mass 
Selling by National Campaigns; (b) 
Circularizing Individuals by Mail; (c) 





Stimulation of Agents Through Use of 
Bulletins and House Organs. 

Louis F. Paret of the Provident Mu- 
tual Life said that his company paid 
6C percent of the cost of its national 
advertising campaign and the agents 40 
percent. He said that it was found that 
this advertising had stimulated business, 
prevented lapses and enabled the com- 
pany to get better agents. 

Participation in the advertising cam- 
paign is not compulsory on the general 
agents of the company; but when it 
was proposed to them at their annual 
meeting only one or two refused to 
join and pay their share of its cost. It 
was brought out in the general discus- 
sion that both the Provident Mutual 
and the Phoenix Mutual have very ef- 
fectively used reprints of their ads in 
follow-ups to individual prospects and 
as a stimulant for their own agents. 


Results from National Campaign 


Cc. H. Palmer, advertising manager of 
the Insurance Company of North Amer- 
ica, said that his company’s big national 
advertising campaign in the “Saturday 
Evening Post” and other leading national 
mediums could not be measured in actual 
dollars and cents so far as results go, 
but was highly satisfactory from the 
standpoint of morale, both in the home 
office and among the agents in the field. 

Wallace Rogers, superintendent of the 
farm department of the Hartford, said 
his company’s national advertising cam- 
paigns had enabled it to obtain good 
agents and field men and had been well 
worth the money spent on it in every 
way. 

In response to a question as to what 
the total cost of the Provident Mutual 
national campaign would be Mr. Paret 
answered it would cost approximately 
$70,000. 

Mr. Soper of the Phoenix Mutual said 
his company would pay the cost of the 
first year’s advertising, while the agents 
will bear the expense the second year 
through a general reduction of 5 percent 
on all commissions the following year. 
He said that the agents have been 
thoroughly sold on the idea that this ad- 
vertising would lower the resistance to 
approach of prospects, and the increased 
sales of insurance resulting would more 
than compensate them for the slight cut 
in the percentage of commissions. 

Clarence T,. Hubbard of the Aetna Life 
and affiliated companies described the 
methods of that organization, which has 
introduced new features such as the 
“Early Settlers’ Club” and the “Go Get- 
ters’ Contest.” He said that the results 
justified this departure. 

Edward L. Sullivan of the Home of 
New York told of that company’s excel- 
lent house organ, “News from Home.” 
This bulletin puts on campaigns of a 
special nature which are later supple- 
mented by circulars. He said his com- 
party does not send out circulars to its 
agents in promiscuous quantities, but 
sends a sample with a letter and the 
agent decides how many of the circulars 
he wants. This saves both on circulars 
and postage as well. 

Bert N. Mills of the Bankers Life of 
Des Moines described the stimulating 
methods of that company, particularly 
the recent “Spelling Contest” in honor 
of President George Kuhns. 


Finding Buyer for Seller 


Luther B. Little of the Metropolitan 
presided at the afternoon session in the 
absence of Vice-President Edward A. 
Collins, National Surety, who was unable 
to attend the conference. Mr. Little 
stated that it was the duty of advertis- 
ing and publicity to impress upon the 
people generally that there is something 
in life insurance that will benefit all the 
people aside from the persons direct 
beneficiaries of the particular policy in 
point. 

The afternoon gathering opened with 
the theme: “Finding the Buyer for the 
Seller.” The session was devoted to a 
discussion of insurance advertising from 
the standpoint of the field representative. 


Wells Discusses Life Insurance 


“Life Insurance” was discussed by 
Graham C. Wells, president of the Na- 
tional Association of Life Underwriters. 
He pointed out the need for life insur- 
ance on the part of men of big tncomes 
and the heads of big institutions; stat- 
ing that very often the very life of a 
business depends on the life of the man 
at the head of it. Insurance would pro- 
tect the firm from the loss through 
death of such a man. Touching on ad- 
vertising he said that his company, the 





Provident Mutual, had recently entered 
the field of advertising in a national 
way and had seen results. He strongly 
advocated such campaigns. 

Discussing new fields for life insur- 
ance, he strongly urged cooperation with 
banks gnd trust companies in providing 
life insurance for the protection of es- 
tates and for the liquidating of obliga- 
tions of men of means. 

He favored advertising through 
church papers, college papers and simi- 
lar publications, especially on the ad- 
vantages of bequest insurance in favor 
of such institutions. 

The general discussion of Mr. Wells’ 
subject was led by B. M. Mills of the 
Bankers Life. 


Research Bureau’s Work 


“The Life Insurance Sales Research 
Bureau” was discussed by John M. Hol- 
combe, manager of the bureau. He told 
what it is doing and has done to solve 
the problems of insurance advertising 
men, stressing particularly the interest 
that has been shown by the newspapers, 
particularly the big city papers, in the 
amount of life insurance being written 
in the United States month by month 
and year by year. He said that just as 
cooperative thinking and cooperative ac- 
tion were the keynote of the Insurance 
Advertising Conference so too were they 
the guiding motive for the work of the 
Research Bureau. 

“Research is close to advertising be- 
cause no successful advertising cam- 
paign can be properly launched unless 
research precedes it,” he declared, point- 
ing out that a national advertising cam- 
paign should never be attempted with- 
out first ascertaining the territory to be 
covered, the number and kind of people 
residing there and the best means of 
reaching them in an advertising way. 
He said that this close relationship be- 
tween advertising and research has long 
since been recognized by the most suc- 
cessful advertising agencies. 


Further Field for Research 


He outlined briefly the work that is 
now being undertaken by his bureau, 
among the more interesting being the 
collection of figures on the total amount 
of new life insurance sold in each state 
and province each month and reports on 
the practices of companies in solving 
such problems as circularizing or direct 
by mail advertising. 

Other things the bureau could do for 
the benefit of the insurance profession 
would be to secure figures from the 
large companies, showing the amount of 
policies which are lapsed each year and 
which result in loss not only of the 
protection which the policy affords but 
an actual financial loss to both the com- 
pany and the policyholder; securing fig- 
ures on the insurance sold each year or 
shorter period according to the various 
occupations; figures showing accurately 
the shrinkage of estates through pay- 
ment of inheritance taxes, etc.; market 
analysis which would indicate differences 
of territories; securing of an accurate 
check on the results of advertising. 

The exhibits at the conference were 
particularly interesting, the companies 
furnishing these being the Phoenix Mu- 
tual Life, Imperial Life of Canada, Mary- 
land Casualty, Michigan Automobile, 
North British & Mercantile group, Hart- 
ford Fire group, Equitable Life of Iowa, 
Missouri State Life, Insurance Company 
of North America, Western & Southern 
Life, Aetna Life, Federal Surety, Home 
Fire of New York group, Commercial 
Union group, American Mutual Liability, 
Connecticut General Life, Fidelity & De- 
posit, American Fire of New Jersey, 
Equitable Life of New York, St. Louis 
“Globe Democrat” and “Spectator.” 


Queseions and Answers 


A symposium was held Monday morn- 
ing presided over by C. S. S. Miller of 
the North British in which questions 
were propounded and answers given by 
the members. 

B. N. Mills of the Bankers Life of 
Iowa, in speaking of direct mail advertis- 
ing, said that he regarded it as advan- 
tageous for four reasons. The first is 
that it is an excellent proposition from a 
general advertising standpoint. He next 
admired its flexibility, The message can 
be varied. It is capable of being pre- 
cisely directly toward certain ends. Then 
it can be linked up with the program that 
Aaa mapped out for the men in the 
field. 


Should Get Right Kind of Names 


Mr, Mills stressed the necessity of get- 
ting the right kind of list of names. The 


(CONTINUED ON PAGE 6) 





SHOWS HOW NATIONAL 
PROGRAM WILL AID ALL 


Graham C. Wells in St. Louis Ad- 
dress Tells of Things to Be 
Done During Year 


TAKE CREDIT MEN FIRST 


Cooperation with Them to Be Stressed 
at December Meetings—Church 
Finance in January 


ST. LOUIS, MO., Oct. 22.—Graham 
C. Wells, president of the National As- 
sociation of Life Underwriters, in a 
stirring address before the St. Louis 
Association of Life Underwriters today 
outlined some of the things that the na- 
tional organization proposes to do for 
the membership at large during the 
year. Prior to his address President 
Nelson of the local association read the 
outline of the national association’s plan 


whereby every local association at its 
December meeting will gather for a uni- 
form purpose— to develop in the most 
effective way possible all points of com- 
mon interest between life insurance men 
and those who grant bank and con- 
mercial credits. It was suggested that 
each member invite as his guest a 
banker or member of the local associa- 
tion of credit men, or someone who 
grants commercial credits and that one 
of the speakers be an insurance man 
and the other a credit man or banker. 


Opens Up Big Field 


“If I were to announce that early in 
December there would be thrown open 
for homestead valuable government 
land in your immediate vicinity and if 
you believed me, you would be ‘Johnny 
on the spot’ to get your share,” Mr. 
Wells said in opening his address, 

“Recently with five other life insur- 
ance men—two of us were general 
agents and four were rate-book carriers, 
as we call them in New York—I was 
a guest at a luncheon at the Bankers 
Club in New York City of a vice-presi- 
dent and the manager of the new busi- 
ness department of one of the greatest 
banking houses of the country. They 
invited us to discuss with them how the 
cooperation of life insurance salesmet 
could be utilized to safeguard bank 
credits, We discovered many ways i 
which we could be mutually helpful, with 
the prospect of greatly increasing thei 
business and ours. 

“Let me drive a nail in right hert 
and clinch it. Many insurance men wil 
stop and say that stuff may be all right 
in a big city but it won’t work in my 
town. In every . community _ larg 
enough te support a life insurance sales 
man there is someone to whom peopl 
go for advice about their wills and other 
financial matters. That man has com 
mon interests with you. Everywhert 
there are bankers and merchants who 
grant credits. These credits, whethet 
large or small, should be safeguarded 
by life insurance.” 


Banks and Trust Companies Aid 


He then told how some banks in tht 
east have voluntarily advocated the pur 
chase of life insurance by their, cu 
tomers and had gone so far as to inset! 
advertising in newspapers advocating the 
purchase of insurance by the gener 
public. In this connection he point 
out that while some insurance met 
have always regarded trust compan 
as their competitors and have frown 
upon any effort to depart from ti 
means provided by their policies for 
creating an estate, that there are mat 
provisions for the disposal of insuranc 
funds that cannot be touched by t 
policy. For instance, a man may W2" 
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OF IOWA 


A. C. TUCKER, President 
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OVER When a life insurance company less than four years old 
ONE AND has over 33 million dollars of good business on its books, 

with over two and one-half million dollars in assets and 
A HALF such a company has regularly for more than six months 
MILLION received in new business much over a million dollars each 
MONTHLY and every month,it must surely indicate to you that this 

volume of business has not been secured by chance. It 
means that the company must have attractive and popular policy con- 
tracts, well paid and satisfied agents, effective Home Office co-operation, 
and that the Company has an ambitious vision and program of con- 
structive expansion which is bringing these most satisfactory results. 


Ample territory is available in states west of the Mississippi for clean and 
ambitious agents who have a desire to “grow with a growing company.” 


STATE LIFE INSURANCE COMPANY 


Iowa Building, Des Moines, Iowa 


WILLIAM KOCH, Vice-President and Field Manager 
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‘“‘Nothing humbler than ambition 
when it is about to climb.’’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious serv- 
ice. 

That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884. 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 











Mr. Life Insurance Agent: 


Do liberal first year commissions mean 
anything to youP 

Do non-forfeitable renewals mean any- 
thing to youP 

Does a Home Office contract mean any- 
thing to youP 

Does close co-operation and assistance 
mean anything to youP 


Are you getting what is coming to you 
in this wayP 

Do your family and you receive just com- 
pensation for your labors? 

Are you desirous of a connection that 
will enable you to do this? 

Can you show a clean record and are you 
interestedP 


Territory in 


Missouri, Illinois, Louisiana, Arkansas and 


Kansas 


Address D-73 


Care The National Underwriter 
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John Hancock made the signature famous 
by signing the DECLARATION OF INDEPENDENCE 
The Signature has been made a Household Word by the 


LiFE INSURANCE COMPANY 


4 oF BOSTON, Massacnusetts 





AW Chartered in 1862, in SIXTY-ONE YEARS it has grown to be the 


$m LARGEST FIDUCIARY INSTITUTION IN NEW ENGLAND 





An Endowment or Income-for-Life Policy is the Policyholder’s 
4 DECLARATION OF INDEPENDENCE 
























Great Northern Life 
Insurance Company 


110 S. Dearborn St. 
Chicago, III. 


H. G. ROYER, President JOHN A. SULLIVAN, Vice-President 
C. O. PAULEY, Secretary 


Life insurance agents these days appreciate 
the importance of a moderate sized com- 
pany. It forms a healthy influence in the 
business of life insurance. The Great 
Northern Life appreciates and values the 
services of its local representatives. ‘The 
agent of the Great Northern Life is close 
to the home office. His individual prob- 
lems receive most careful consideration. 
His is a worthwhile position. 


















Capital, $225,000 Surplus, $166,174 
Insurance in Force, Over $18,000,000 









































MUTUAL LIFE 
Lt GLOB INSURANCE COMPANY 
OF CHICAGO, ILL. 
Results for 1921 


Gain in interest income over last five years 1300% 
Gain in income over last five years 590% 
Gain in admitted assets over last five years 503% 
Gain in insurance in force over last five years 250% 
Average Gain over last five years 661% 


The above figures are the results of the highest grade of service to 
policyholders and representatives. The latest is 


"CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 


SERVICE 


T. E. BARRY, President, General Manager and Founder 


























to provide an income for his wife so 
long as she is his widow, or to create 
a fund to be paid to his daughter upon 
her marriage, etc. 

He said that there are many ways in 
which banks and insurance companies 
may cooperate; that bankers know many 
men of large incomes who have no 
other means but their earning capac- 
ity, such men being live insurance 
prospects. 

He then dwelt at length on the pos- 
sibilities of the December meeting of 
the local association by winning the co- 
operation of the credit men and the 
bankers invited. He said that the Na- 
tional Association of Credit Men is co- 
oeprating with the movement and that 
the December issue of the national bul- 
letin of that organization would urge 
credit men to attend the local insurance 
association dinners. 


Church Finance January Topic 


He further stated that the January 
meetings will be devoted to “Church 
Finance” and that men interested in 
churches would be invited to such gath- 
erings as guests of the insurance men. 

“Each community has its local char- 
ities and community chest, hospitals, 
churches and educational institutions,” 
he continued. “Do you think that those 
who bear the responsibility of financing 
those institutions would not wecome the 
cooperation of insurance men in daily 
suggesting to their prospects that they 
take out life insurance policies, perhaps 
only for $1,000, $5,000, $10,000 (it makes 
no difference as to the amount, the 
principle is the same), naming the local 
college, their church or pet charity as 
the beneficiary. 

“When these influential people of your 
community really grasp the possibilities 
of such common interest cooperation, 
they will be doing with you as our 
banking friends did with us. They 
chased us and believe me it is a mighty 
pleasant experience. Remember three 
things: First, back of this common in- 
terest idea is a sound business principle 
that is equally effective whether applied 
in a large way or in a smaller transac- 
tion; second, that to have friends you 
must show yourselves friendly; third, 
you must know your business so that 


you can give real service to your 
clients.” 
President Wells predicted that the 


plans of the national body for the com- 
ing year would open to the membership 
new fields of activity more fertile than 
any they have heretofore worked in. 
The meeting was the best held in St. 
Louis in many months, the hall being 
crowded to the doors. 


INSURANCE “AD” MEN 
MEET AT ST. LOUIS 


(CONTINUED FROM PAGE 4) 


kind of people a company desires to be 
reached should be addressed. The letter 
should be constructed for the special! 
benefit of the people desired to be 
reached. A. letter can be gotten up that 
will appeal to particular groups or 
classes. Mr. Mills said that this kind of 
a campaign puts down a barrage for the 
men in the field. The list should be 
checked to see that the people addressed 
are financially able to buy insurance and 
are presumably insurable. He said that 
the Bankers Life last year sent out 1,- 
500,000 pieces of mail and had secured 
50,000 replies. 


John Howie Wright Speaks 


John Howie Wright, editor “Postage,” 
spoke Tuesday afternoon. He called at- 
tention to the benefit of direct mail ad- 
vertising and said there are four factors 
in it that must be carefully considered. 
First, is the prospect, second is what is 
said, third is how it is said, and fourth 
is how often it is said. Mr. Wright said 
that there is nothing that is spoken, not 
withstanding how powerful it is, but thar 
can be reduced to writing and put in a 
letter. He said that the direct mail ad 
vertising accomplishes much for the 
salesman before he gets to the prospect 
It is cruel, he said, to send a salesman 
out on a cold canvass without any sort 
of introduction or preparation. The field 
should be at least cleared before the 
salesman reaches it. In other words. 
the mails should be made to do some 








work. In speaking of mail order cam. 
paigns as directed to insurance, he said, 
that the strength of the system or the 
company should be epmhisized and also 
the promptness of the office in paying 
claims. He suggested that a return 
postal card be enclosed in every envelope 
carrying an advertising message. He 
said that mail advertising is a _ time 
saver. The trouble with a lot of maf 
advertising is that the letters don’t con. 
vey the message of the man as he would 
in talking. He said that direct mail ad- 
vertising should be a man’s best talk 
reduced to type. In other words, Mr 
Wright said, “The mail advertisement o, 
circular letter is what I would say if] 
could call.” 


Should Read Letter Aloud 


Mr. Wright said that when an advertis. 
ing letter is prepared it should be rea¢ 
aloud so that the man will see how it 
sounds. He should put himself in the 
attitude of the prospect who asks, “What 
is in this letter for me?” That should 
be the big subject of the first paragraph 
It is the opening paragraph that will grip 
the attention. In many cases Mr. Wright 
said that there is too much material ap- 
pearing on a letterhead that is sent out 
In the mail advertising of an insurance 
company, he said, all that should appear 
on the letterhead beside the name, are 
the assets and the date when the com- 
pany was founded. Most men he said 
are underinsured and there is a big 
market to develop through the mails. He 
said that good bond paper should be 
used and advised also a plain envelope. 

Cc. M. Cartwright of The Nationa! 
Underwriter was the last speaker Tues- 
day afternoon, he devoting some atten- 
tion to observations on insurance papers 
as media for carrying important mes- 
sage to the insurance fraternity throug! 
advertising pages. 


November Group Month 


The Missouri State Life has desig 
nated November as Group Insurance 
Month, and the agents have been urged 
to endeavor to write some group busi- 
ness during that period. The advantage 
of group insurance as a Christmas gilt 
to employes is pointed out as making it 
easy to close group insurance in No- 
vember. 


First National Life to Continue 


Complete control of the First National 
Life ot Pierre, S. D., has once more 
passed into the hands of Pierre inter- 
ests. For some time there has been a 
fight for the control of this company, 
the Continental Life of St. Louis en- 
deavoring to buy a controlling interest 
and merge it with the St. Louis com 
pany. It was found impossible, how- 
cver, to obtain sufficient capital stock 
of the First National and thus the er- 
tire holdings were sold out to the Pierre 
financial interests and the _ institution 
is once more in complete control o! 
the local men. 





Nothstine With National, U. S. A. 


E. W. Nothstine, who was formerly 
general sales manager of the Bankers 
Life of Des Moines, has been appointeé 
assistant superintendent of agents {0 
the National Life, U. S. A. He wa 
connected with the Bankers Life fo 
about 20 years, starting as an agemt 
then becoming general agent and I¢ 
the last ten years sales manager. Ht 
will develop new agents. 





Research Bureau Meeting 


Manager John M. Holcombe, Jr... 
the Life. Insurance Sales Research | Bu- 
reau of New York, has arranged for 2 
meeting of the members in Chicas’ 
Nov. 14. This will be the day follow 
ing the Life Agency Officers’ Associt 
tion meeting. Mr. Holcombe announce: 
that the newspaper men will be invite 
to attend the Bureau meeting. 


RE an kere 





Southern Life & Health Changes 


Dr. Sterling J. Foster has resign@ 
as vice-president of the Southern Life * 
Health of Birmingham. Dr. Foster ¥® 
the founder of the company’s ordina 
department. A. L. Kidd has been 4 
pointed superintendent of agents 
charge of both industrial and ordinary 
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SO OPOOng ~ . —~ 


‘*Its Performances 
Exceed Its Promises’’ 


It is better to promise little and do much than to 
promise more than one can do. That has always been the 
policy of the Midland Mutual. For example: 


Set | 





MEN WHO THINK 


1. The Company promised to give 31 days of grace 
with interest at 5% but on premiums due after October 15, 


1923, no interest is charged during the grace period. they are built for speed and 


endurance and can qualify for 
2. The Company only promised to return the premiums of 
those killed during the late war, but actually paid all claims in general or state agency work, 
full and returned the extra war premiums collected. . 3 
will find it to their advantage 
3. The Company promised to be- 
gin paying Total and Permanent 
Disability Claims six months after 
acceptable proofs, but from and 
9 after September 24, 1923, all such 
<@ payments are to commence imme- 
diately upon approval of proofs. 
Furthermore, this benefit is made 
retroactive as to all policies con- 
taining this clause since January 

1, 1918. 


to communicate with 


THE 


LIBERTY LIFE 
INSURANCE COMPANY 





During the years to come the Midland Mutual Life Insurance 
Company will do many things for its policyholders which will not 
be promised until performance proves their practicability. 


The Midland Mutual Life 
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Insurance Company : morose 
Columbus, Ohio 
Over $57,000,000.00 In Force : ‘ 
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BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 
Assets - - $22,900,000.00 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 

















Beatrice, Nebr., September 5, 1923. TWENTY YEAR SETTLEMENT 
pie Life Insurance Co., Matured in the 
incoln, Nebr. 
Gentlemen: OLD LINE BANKERS LIFE INSURANCE 
__ Through your General Agent A. H. Gray I just received your draft for COMPANY 
ig being the surplus earned on my twenty year policy which matured this of Lincoln, Nebraska 
I paid into your company $1,752.60 in the twenty years. I now have a paid 
up policy of $2,500.00 and $975.40 in cash, making a total of $3,475.40, a profit Name of Insured.......... Chas. W. Smith 
| to me of $1,722.80. a 0 ee Beatrice, Nebr. 
am well pleased with this settlement, and shall always have a good word A £ poli 2500.00 
for the BANKERS LIFE INS. CO. mount of policy................. $2,500. 
Thanking you for your prompt and liberal settlement, I am Total premiums ee ere $1,752.60 
Very truly, fi SETTLEMENT 
CHAS. W. SMITH. Total cash paid to Mr. Smith....... $975.40 
— And a paid-up participating policy for 
$2,500.00 
If interested, consult one of our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 
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How About the “Nixies” 


A “Nixie” is a letter which the mail man 
is unable to deliver. If the person to 
whom the letter is addressed is unknown 
or removed the letter comes back to the 
post office as a “Nixie.” 


Many carefully written letters, subjects of 
much time and effort, end in the “Nixie” 


box. 


A “Nixie” for the life insurance agent is 
an application upon which he may have 
expended much effort but which is re- 
jected by his company. 


Such “Nixies” offer little grief for agents 
of The Lincoln National Life Insurance 
Company because policies are issued on 
practically all applications sent in and 
the policies are back in the hands of the 
agents ready for delivery in record break- 
ing time. 


You end your “Nixie” problems when you 
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The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 





Now More Than $280,000,000 in Force 











REGISTERS NOTABLE’ GAIN 





633,862 Insurance in Force, Reports 
to Trustees Show 





Figures showing the condition of th 


of the trustees of the company at Mijj 


date last year. 


that written for the same period of 1922 


ceding year. Death claims, endowments 
and smaller items paid to policyholder: 
in the third quarter of 1923 aggregated 
$7,533,306, an excess of $1,639,213. 

Total payments to policyholders for 
the first nine months of 1923, including 
$14,512,555 for dividends, amounted t 
$45,125,672, or $1,469,430 in excess of 
that paid for the corresponding period 
of last year. The total ledger assets oi 
the company on Sept. 30 were $559,039. 
178, an increase of $40,391,763 over that 
of the year 1922 for a like time. 


ADOPTS PRELIMINARY TERM 





St. Louis Mutual Life to Change Method 
of Valuation, Which Will Allow 
Expansion of Business 





The St. Louis Mutual Life will short! 
adopt the modified preliminary term 
Illinois standard, method of valuatior 
C. J. Harvey, consulting actuary, is now 
preparing rates in accord with this 
change. This move is expected to make 
it possible for this conservative old 
company to largely increase its busi- 
ness and to exhibit considerable agency 
activity. The St. Louis Mutual Life 
formerly known as the German Mutual 
Life, was organized in 1857 and com- 
menced business the following yeat 
It has in force a little less than $9,000- 
000 of insurance, almost all on the par- 
ticipating plan, and wrote less _ that 
$800,000 in 1922. Its management ha‘ 
been of the ultra conservative kind and 
hence its orerations have been very lin- 
ited. The proposed change, however 
will put the company in a position to gett 
business without reducing its surplus 
account, and while it is at present onl 
operating in Missouri, it is probable tha 
some adjoining states may be shortl) 
added to its field. Edwin J. Meyer ’ 
secretary and treasurer of the com wv 
and J. Walter Dunn, formerly with th 
St. Louis agency of the Enuitable Life 
of Iowa, is superintendent of agencies 


Plan Agency Round-Up 





The Chicago National Life will hold 
an agency convention at its home offic 

on Nov. 16, details being in the hands 
of A. E. Johnson, agency manager. At 
excellent program is being worked out 
with entertainment being well cared for 
The Chicago National Life has made a 
excellent record during the first. mm 
months of this year, the amount of new 
business paid for being 140 percent 
greater than the amount paid for du 

ing the corresponding period of 19 

The company has made several new 
agency connections during the past few 
months and the ontlook for new bust 
ness is very ag for the balance 
of the year. Johnson has bee# 
doing excellent — as agency mam 











ager and is building a good business. 
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GREAT INCREASE. “MADE 


S 


Northwestern Mutual Now Has $264. 


Northwestern Mutual Life at the pres. 
ent time were submitted at the meeting 


waukee last week. The total- amount oj 
insurance in force in the company o; 
Sept. 30 was $2,640,633,862, represent. 
ing 815,276 policies, an excess of $181. 
613,852 over the figures for the same 


Life insurance written the third quar. 
ter of the present year amounted to $79. 
684,628, an increase of $8,303,707 over 


The paid-for business for this same 
quarter of 1923 was represented by 2 
total of 17,294 policies, aggregating $68. 
418,115, which is considerably in excess 
of that for the same period of the pre- 
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HOLD . SALES CONGRESS 
WAS LED BY W. E. BILHEIMER 


Kansas City Association Stages Its 
First Sales Rally, With Near 
500 Present 


KANSAS CITY, Oct. 24.—Nearly 
300 regularly enrolled members of the 
sales conference of the Kansas City Life 
Underwriters Association enjoyed and 
were greatly benefited by the practical 
suggestions and inspiring talks of W. E. 
Rilheimer, of St. Louis, during the past 
two days. The conference was held in 
connection with the Fall Festival which 
has been occupying the attention of the 
city for the past three weeks. It has 
heen a part of the general program to 
have the different professions and trades 
to have exhibits or schools to draw the 
members of that craft in the Kansas 
City territory into the city. In this way 
the attendance at the festival has been 
the largest in the history of the town. 

Bilheimer in Charge 


The life underwriters were fortunate 
in securing Mr. Bilheimer, for he has 
more than met all expectations. His 
messages have been a mixture of the 
best of the old and of the new—urging 
the life underwriters ever to strive to 
improve, but to be sure to keep their 
feet on the ground, and never to forget 
that the business of life insurance is pri- 
marily to protect the home, and to pro- 
vide for the widows and the orphans. 
He has insisted that the business of 
the agent is to sell life insurance, and 
that the only way to do this is to tell 
the people about it and what it will do, 
and ask them to buy. To get the money 
for the policies you have to ask for it— 
there is no other way. His “fundamen- 
tals” have been in striking contrast with 
some talkers on life insurance who have 
seemingly gotten lost in the discussion 
of details. His dramatic power in the 
presentation of his arguments and ap- 
peals has again and again brought forth 
rounds of applause from his audiences. 
Had Excellent Attendance 


The program embraced three sessions 
tor the general audience of agents of all 
ranks, and a’ special session on 
morning of the second day for the gen- 
eral agents. In addition to this he spoke 


on the second day to the City Club, 
where he was listened to by all that 
could crowd into the room where the 


luncheon 
the se 


was held. In the evening of 
cond day he gave his address on 
“A Cham ) ionship Stuff.” The dinner on 

IS occasion was partaken of by ap- 


roximately 700 people, and was served 
by the new Kansas City Athletic Club. 
_in response to the question of Presi- 
(ent Sam Pearson as to whether those 


present 
nee nex 


wished to have another confer- 
t year, there was a most enthu- 
a response in the affirmative. Pres- 
cent Pearson also announced some of 
he numbers for the monthly meetings 
t the seneeean, and called attention 
'o the fact that there were some very 
Strong men scheduled to speak in the 
ear future. 
Ther re were 
gathering - 


some 30 women in the 
and one of the most interest- 
ing phases of the event was the response 
of the women agents to the course. Sev- 
eral who were interviewed declared that 
hey got not only ideas and specific sug- 


Restions, but stimulation for aggressive 
W 
— and enhanced ambition. Among 
e 


attendants were about 150 from out- 


‘ide of Kansas City. 


dens fran including dele “ga- 
ote ye Toneka, backed _by the offi- 
Springticl ae Toneka association. from 
Misses eld, Toplin, St. Joseph and other 

Iri cities, and several from Okla- 


ho 

Fe Several general agents and man- 

Mond held conferences at luncheon 
ndav and at dinner Monday evening, 


M Elon S. Clark, manager of the 
‘utual Life of New York here, had 60 
rd is personnel in Kansas City for the 

"gress, and held a dinner and heavy- 


or 


the, 











LIFE 


APPOINTMENT IS MADE 


McCAMUS IS MADE SECRETARY 


Takes Executive Post With Canadian 
Association and Will Edit “Life 
Underwriters News” 


At a recent meeting of the executive 
council of the Life Underwriters of 
Canada, J. A. McCamus was ?»npointed 
general secretary of the Life Under- 
writers Association and managing editor 
of the “Life Underwriters News,” to 
fill the vacancy caused by the resigna- 
ticn of J. Castle Graham. Owing 
to the promotion of H. W. Manning to 
the head office of the company, he ten- 
dered his resignation to’ the council as 
treasurer and J. B. Hall was appointed 
treasurer to fill this vacancy. L. 
Dunstall was appointed assistant secre- 
tery of the association and assistant 
editor of the “Life Underwriters News.” 

Mr. McCamus entered the service of 
the Canada Life in 1912 in the actuarial 
cepartment. The war found Mr. Mc- 
Camus in the Canadian army, where he 


served from 1916 to 1919. Here his 
ability as an organizer stood him in 
vood stead and from the rank of lieu- 
tenant he rose to that of major. On his 


return, after the war, he took up life 
insurance field work in the Toronto 
agency of the North American Life. 
Mr. Hall was formerly in actuarial 
work, qualifying as an associate of the 
Institute of Actuaries. He was for some 
time secretary of the Dominion Life, 


which position he relinquished to enter 
field work for the company as city man- 
ager at Toronto, later becoming city 
manager for Toronto for the Manufac- 
turers Life. 

He has been extremely 
affairs of the Canadian 
was for several vears 
executive committee, 

Mr. Dunstall was born and educated 
in England, and served with some dis- 
tinction overseas for 44 vears. He went 
to Canada in 1919, entering the service 
of the Life Underwriters Association 
in November of that year. 


active in the 
Association and 
chairman of the 


Hold Two Illinois Meetings 
M. H. O. Williams, 


intendent of agents of 
ern Mutual Life, 


assistant super- 
the Northwest- 
was speaker last week 


at two great agency meetings in cen- 
tral and south central Illinois. At the 
Springfield session, 21 countries were 


represented and E. E. Cantrill, division 
superintendent, directed the meeting. 
At Champaign, 100 agents from another 
tier of 22 counties were gathered at 
the James M. Cowan agency. United 
States Senater William B. McKinley, 
just returned from Europe, spoke of 
overseas observations and many Uni- 
versity of Illinois men participated. 





Insurance Division at Omaha 


More than 200 insurance 
members of the Omaha Chamber of Com- 
merce, have been organized into a divi- 
sion and are carrying on activities which 
will reflect great credit upon the insur- 
ance business in Omaha as well as the 
chamber of commerce. 


men, who are 


Because of the large number of insur- 
ance men in the membership it was 
deemed advisable to create the division 
in order to properly care for the many 
insurance activities that come before the 
chamber during the year. H. O. Wil- 
helm, chairman of the insurance commit- 


tee, is chairman of the new division. He 
and an executive committee of 15 will 
guide the destinies of the new division. 
Practically all lines of the insurance 
business will be represented in the or- 
ganization. 


work session Monday evening at the 


Kansas City Club, 

General agencies and branches that 
sent half a dozen or more to the con- 
, oy are holding conferences Wednes- 

ay, 


when the congress will be reviewed. 
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Serving Individual Needs 


The Mutual Benefit by supplemental agreements, 
when requested, aims to serve the individual needs 
of the policyholder with respect to Income Settle- 
ment features. Service to the policyholders is the 
constant aim of the Company. 


The Mutual Benefit Life 


Insurance Company 


OF NEWARK, NEW JERSEY 











HELPING THE MAN 
WITH THE RATE BOOK 


LEADS—real, live, business-getting leads on the 
right kind of prospects—are supplied to Guardian 
Agents and help them save time and increase their 
production. 


This is only a part of The Guardian’s broad pro- 
gram of Agency co-operation. If you want to know 
the whole story of what this Company is doing for 
its field men, address: 


T. LOUIS HANSEN, Vice-President, or 
GEORGE L. HUNT, Superintendent of Agencies 


The Guardian 


Life Insurance Company 


OF AMERICA 
Established 1860 under the laws of the State of New York 


Home Office: 50 Union Square, New York 














American National Insurance Company 
OF GALVESTON, TEXAS 


SHEARN MOODY, 
Vice-President 


FINANCIAL STATEMENT JUNE 30, 1923 


W. L. MOODY, JR., W. J. SHAW, ' 
President Secretary 





ASSETS LIABILITIES 
Real Estate Owned......... $ 922,947.77 Net Reserve (American Ex- 
Mortgage Loans (First Lien). 5,765,840.71 perience 3 & 3% Per Cent)$12,377,432.00 
Collateral Loans ........... 25,000.00 _ “onti 2 
Loans made to Policyholders 5 peeliemee tbe 

(On This Company's Poli- s sie 7 : 

GON canauiavubh<duesous 1,572,897.190 Reserves for Death Losses _ 
ie <astaatbncutesideeten 4,776,810.68 in Process of Adjustment. 152,647.00 
Cash in Banks...........-. 1,831,523.45 Reserve for Taxes, Etc....- 40,740.88 
Certificates of Deposit (De- Unearned Interest and Pre- 

MORE) cccccccccccceseces $0,183.91 SERED. 6ccce b0095000000000 111,293.19 
Interest Due and Accrued... $43,389.07 Miscellaneous Liabilities .... 21,896.22 
Deferred and Uncollected Capital Stock. .1,000,000.00 

poem (Less Load- Surplus ... .1,428,529.21 

RED cccesecececcveceoses 340,335.88 Assigned Funds 275,720.00 
aes from Other Companies. Surplus Security to Policy- 
Acct. Re-Ins. .......++++- 22,000.00 RODENTS cvccéivecéceceecece 2,704,249.21 


Total Assets ....cessceeee $15,630,428.57 Total Liabilities ......-.. $15,630,428.57 


GAINS MADE yy | SIX MONTHS ENDING JUNE 30, 197 
Increase in Insurance in $18,614,703.00 
Increase in Admitted hes 805.00 
Increase in Surplus Security to Policyholders 
LIFE INSURANCE SURPLUS SECURITY ADMITTED ASSETS PREMIUM INCOME 
IN FORCE To $15,630, 428.00 First Six Months 1923 
$200,072,499.00 $2,704,248.00 $3,278,438.06 
Operates in 21 States and the Republic of Cuba 
Total Paid Policyholders Since Organization, $13,413,479.33 
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Come to 
Southern California 


ewes 
and join the ranks of the Pacific Mutual’s Home Office Agency. 
Its 1923 Paid Business will amount to more than $25,000,000. 
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The new “5 way” policy that pays for Sickness, Accident, Per- 
manent Disability, Old Age and Death is most popular— an 
easy seller. 
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Here in Los Angeles—the New York of the great West—you can 
combine successful business and good climate as nowhere else 
in the world. 
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One Hundred Thousand people locate here annually. Our popu- 
lation is very close to the million mark. Every 314 minutes— 
business hours—a building permit is issued. 






NOLIN S/NOA NVC NNO \8/ 11) 








Write for information to 


JOHN NEWTON RUSSELL, Manager, 
Home Office Agency 


Pacific Mutual Life 


Pacific Mutual Building 
Los Angeles 


Assets $75,000,000 
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55 Years Old 
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When The Home Office 
Says “No” 


When the word comes back from the Home Office, 
“Application rejected,” it means that the agent has 
spent a great deal of valuable time unproductively—that 
it has been wasted, and that his sales efficiency has been 
greatly lowered. 


The Medical Life writes a policy that enables life in- 
surance salesmen to avoid lowering their sales efficiency 
—a policy exclusively for Sub-standard risks. And, con- 
sidering the vast numbers of impaired risks, this policy 
brings numerous good sales for the solicitor. 


Medical Life also writes the regular Standard policy and 
a Child’s Endowment policy in addition to this special 
policy, and can offer new representatives several attrac- 
tive propositions. Write for further information. 


” 
Ld 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’l. Mgr. 


E. E. BROWN 
Agency Supervisor 
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Oia STATE LIFE 


LIFE, HEALTH, ACCIDENT*x° MONTHLY INCOME INSURANCE 


LATEST POLICIES AND AGENCY CONTRACT BiUSi UE 
Openings OHIO, IND. KY, MICH. and W. VA. Write Cohambus 


SEE> 









FIGURES ARE SHOWN 
COMPANY PRACTICE IS GIVEN 


Indicate Underwriting Policies on Per- 
manent and Total Disability Clause 
As Now Written 


In connection with the special com- 
mittee report on the permanent and 
total disability clause, as rendered to 
the annual convention of the American 
Life Convention in Des Moines last 
week, the following figures on company 
practice are of special interest. The 
report, one of the convention features, 
was given in full in the special Amer- 
ican Life issue of THE NATIONAL UNDER- 


WRITER, except for the figures in the 
appendix, and the figure- pertaining to 
company practice on the disability 
clause are now given as follows: 
Total Clauses Limiting Age 
Age No. % 
60 211 95 
DE snteeeueeeeebeneeeses 65 6 3 
Before 60 and during pre- 
mium paying period.... .. 5 2 
pee ew 1 1 
 Penvrrrerrr re 223 100 


Disability presumed 


Total Clauses 
190 permanent when it 


has existed 
oO. % 
90 days 21 19 
180 days 3 1 
On Endowments Annuity Ceases at 
Maturity 
No. % 


89 7 
This figure doubtless understates the cor- 
rect number, as it was assumed that 
the clause quoted applied to endow- 
ments, as well as to life plans. 


Payment of Sum Insured in Instalments 


No. of Instalments Cos. % 
Debi hawekes- adekte ee 3 20 
SE Re eS oe 6 40 
Miscellaneous.......... 6 40 

: 5 100 

Dis. must have existed when 

proofs sumbitted. No. % 
- Dh srereedneceeeseeseas 70 31 
Ps Wikte he-eseekea-weeeees 9 at 


Specific Causes of Disability 


No. % 
Severance of hands—feet...... 173 78 
Loss of use of hands—feet..... 30 33 

LIFE ANNUITY 

Jo. % 
Annually 10% sum insured..... 9 5 
Annually 12% sum insured..... 1 1 
Monthly 1% sum insured..... 166 87 
Monthly 1.5% sum insured..... 1 1 
Monthly 2% sum insured..... 2 1 
Monthly 2. 5% sum insured..... 1 és 
BEIGOCTIMMOOUS wccccccccccescse 10 5 

190 100 

On Males 


Maximum amounts of insurance on which 








disability annuity is issued. 
Amts. Nos. % of Total 
rs (i. e. 134) 
‘ D 
1 1 
58 44 
12 9 
10 7 
30 21 
1 1 
14 11 
1 1 
134 100 
Waiver of Premiums No. % 
Before limiting age..........- 223 100 
After limiting age without 
interest charged as lien.... 35 18 
After limiting age with in- 
terest charged as lien...... 7 3 


Disability Annuity begins after proof has 
been received. 





% 
31 
3 
54 
12 
190 100 
Female Risks 
No. % 
AOCORTOE .cscccccccccccccccces 94 49 
Not accepted........cccccceces 85 45 
Mot stated... ccccccccccccccecs 11 
190 100 
Very few companies indicated their re- 
tentions on women. The maximum 


amounts on life insurance accepted on 
women were tabulated, which are ap- 
proximately one-third of the disability 
annuity limits on males. 
Waiver of Premium Only—18. 
War service not covered. No. 162, 73% of 
total, i. e. 223. 


Forms on which not written 
Term—No. 111, 50% (of 223) 
Joint—No. 74, 33% 
Here also, it is believed that the correct 
figures are understated, as all compan- 
ies did not furnish this information. 


Average Premium for Disability 
Annuity Benefits 


($10.00 per Month) 
And Premium Waiver 


mn mn ° ~ 

Sw Ss = R. 

Gc &.0 2 = 

a= ect 2 = 

ac ~ S 

e SBS StS . 

= 2 OF te Csea = a 

= cy wl? wt = 3 

Quy < 72m wore =) < 
Ord, .cc- 25 1.37 1.36 -01 1.09 
35 1.91 1.88 -03 1.52 
45 2.92 2.81 -ll 2.32 
55 5.18 4.84 34 4.09 
20 Pay 25 1.71 1.67 .04 1.40 
35 2.03 1.98 .05 1.64 
45 2.87 2.74 .13 2.31 
55 5.16 4.79 .37 4.14 

20 Yr. 

End.*. 25 82 .74 .08 52 
35 1.31 1.24 -07 87 
45 2.68 2.61 .07 1.99 
55 5.14 4.67 47 4.03 


Annuity Ceases at Maturity. 

*It is not indicated whether premiums 
quoted include premiums for waiver 
benefit for companies which issue this 
benefit without extra premium, 


Ratio of Mortality Per 1,000 of 
Disabled Lives 

Mead's 

Pipe'’s Amer. 
Forester’s Q Hunter’s Fraternals 

iz if @ 7 

ch ¢ wh » b-) 
$e {9 eu Shs. $4 2h 
& 5S 2S ES RMS ES RBS 
< fe BEs fe BEX ky BS 
25 .447 .170 .400 151 .399 020 
35 =.414 115 .327 089 -347 = 021 
45 .376 -113 .290 .087 .307 032 
55 = .330 127 .248 -101 262 059 
65 .247 151 -190 115 -195 = .083 


Ratio of Actual to Expected Claims 


Tabulation of experience of Mutual 
Life ratio of actual to expected claims, 
on the basis of amount of insurance. 


Ratio % 

Calen- Disab. Claims by Actual 
dar Mean Amt. Amts. of Ins. to 

Year At Risk Exptd. Actual Exptd. 
1915 $114,281,000 $88,900 $ 11,000 12% 
1916 169,129,000 134,600 31,000 23% 
1917 234,664,000 191,200 43,000 23% 
1918 309,848,000 262,300 94,000 36% 
1919 441,547,000 383,000 228,500 60% 
1920 638,189,000 557,100 175,000 31% 


Causes of Total Permanent Disability 


The following analysis of 333 perma- 
nent total disability claims approved by 
the Travelers is available in a paper by 
N. W. Wilson in No. 19 of the proceedings 
of the Casualty Actuarial Society, only 
recently published: 


Indi- 
viduals Policies 
General Disease: 
Tuberculosis of lungs. 106 123 


Other varieties of 
tuberculosis 
Cancer and other 
malignant tumors... 18 24 





Other general diseases. . 14 f 
143 167 
Disease of the Nervous System 
Locomotor Ataxia..... 10 10 
Other diseases of the 
ES ae 7 20 
Cerebral Hemorrhage - 
and Apoplexy....... 7 27 
Paralysis without : 
specified cause ..... 5 6 
General paralysis of the 
oT i 43 
Other forms of mental 
ee eee 7 61 
Epilepsy and Non- 
Puerperal Convul- " 
BOERS cccscccrccsccece 3 iS) 
Other diseases of the 
Nervous System..... a 11 
SEE ccc av secesaws 8 8 
154 189 
Diseases of the Circulatory System: 
Organic diseases of the 
 caknaaks<asun 8 
Diseases of the , 
Arteries ....cccceses 4 ° 
11 13 
Diseases of the Respira- 
Cory Byetems ....2-s% 4 
Diseases of the Digestive FS 
BOCOGR cccceccssvses 1 é 
Diseases of the Genito-Urinary 
System: ‘ 
Erights Disease....... 3 4 
Diseases of the Bones... 3 
Affections produced by 
external causes: 1 
Traumatism .......... 6 1 
Fractures. cause not P 
specified ...........+. 2 1 
Other external violence 1 - 
9 18 
Causes of disability not 6 
SPOCIRSE 2. oc ccccccce 6 -. 
DE anecantn wate 333 409 
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RULE ON POLICY DATE 


DECISION IS OF IMPORTANCE 











Kansas Supreme Court Passes on 
“Policy Date” in Suit Against 
National Life, U. S. A. 





TOPEKA, KAN., Oct. 22.—The re- 
cent decision for the National Life, U.S. 
A., in the case of Tillie Wolford vs. Na- 
tional Life, decided two weeks ago by 
the Kansas supreme court in favor of 
the company, is of importance to legal 
departments of life companies, as it 
interprets the exact meaning of the 
policy date. It is of importance to all 
field men, as it clearly brings out the 
importance of immediate delivery of 
policy and collection of premium, in 
order to avoid misinterpretation by the 
policyholder. In this case the delivery 
of the policy 22 days after the date 
mentioned in the policy was taken by 
the insured as the anniversary date 
and a controversy arose as to the lapsa- 
tion and subsequent claim under the 
policy. The chief points brought out 
in the decision of the Kansas supreme 
court are as follows: 


Rules on Policy Date 


“A policy of life insurance specifically 
provided for the annual payment of pre- 
miums after the first on the anniver- 
saries of the gate of the policy, with a 
grace period of one month, and that a 
failure to pay any premium when due 
should forfeit the rights of the insured 
and terminate the obligations of the in- 
surance company under the rolicy. The 
policy was not delivered to the insured 
until 22 days after its date. 

“Held, that the fact that the policy 
was not delivered on its date or a date 
corresponding with the times specific- 
ally fixed for the payments of subse- 
quent premiums did not postpone the 
time for such payments to the anni- 
versary of the date of delivery. 

“Under the provisions of Chapter 212, 
Laws 1913, which forbids the cancella- 
tion of life policies without notice, it is 
held that such a potice given 22 days 
alter the time fixed for payment of a 
premium of an intention to cancel the 
policy for non-payment of a premium 
was a valid notice and that as payment 
was not made within 30 days after such 
notice, a forfeiture resulted. 

“Proof that a notice of cancellation 
was addressed to the insured and duly 
deposited in the mail is sufficient to 
show compliance with the statutory re- 
quirement.” 


Sue on Cancelled Policy 


This action was brought by Tillie K.. 
Wolford, as administratrix, against the 
National Life, U. S. A., upon a policy 
of insurance issued upon the life of 
John C. Wolford. Upon an application 
by John C. Wolford, a policy on his 
life for $5,000 was issued of the date 
of Nov. 14, 1917, and the policy was 
delivered to him on Dec. 6, 1917. After- 
wards and on May 25, 1918, he applied 
to the defendant to exchange the policy 
which had been issued to him the pre- 
vious year, viz., an ordinary life en- 
dowment at the age of 85 plan, to an- 
other kind of policy called the golden 
anniversary form, which provided for a 
Payment of 20 premiums, the policy to 
mature as an endowment at the age of 
85 and the payment of a higher pre- 
mum rate. The application was ac- 
cepted, the first policy issued was sur- 
rendered and cancelled, and the new 
policv issued and delivered, which is the 
one upon which subsequent action was 
broucht. The parties agreed and the 
apflication recited that the insurance 
was to date from Nov. 14. 1917, the date 
of the first policy issued. and it was 
expressly stated that the insurance was 
granted in consideration of an advance 
Payment of $227.70, one year’s insur- 
ance, terminating on Nov. 14, 1918. and 
ot the payment of annual renewals of 
(CONTINUED ON PAGE 19) 
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This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 


PROGRESS— 
The Reward of Service 


Every life insurance organization, whose 
business practices are guided by the lofty 
ethics of the/life insurance fraternity, is 
rewarded by growth, commensurate with 
the service rendered. 


The Grizzard System was conceived with 
the idea of giving the greatest of service. 
No effort is spared at any time to bring 
to the policy holder the utmost of real 
guidance in following the right course to 
accomplish the life insurance ideal. 


It is this factor, coupled with the monthly 
budget deposit method, that is placing the 
Grizzard System upon such a solid founda- 
tion and such a permanent basis. 


Ask for a free copy of Radio 
Address on ‘‘Life Insur- 
ance,’’ by James A. Grizzard 





Pronounced Griz~-a 


SYSTEM 


GRIZZARD SYSTEM OF , GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 


Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 

GRIZZARD SYSTEM OF 16 E. Broad St., COLUM 
MICHIGAN, Incorporated Metropolitan Bidg., AKRON 

lst Natl. Bank Bldg., Detroit Daily News Bldg... CANTON 















GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 
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Liberal Treatment to Claimants 


In the report of the special committee 
of the American Lire CONVENTION on 
total and permanent disability benefits, a 
plea is set forth for liberality of treatment 
toward claimants. A paragraph in the 
report on this subject is indicative of the 
real spirit of the times in life insurance. 
This is worth presenting because it does 
indicate the attitude of companies toward 
claimants and their desire to be eminently 
fair. The report says: 

“In the considerajion of claims we 
should remember that the intent and pur- 
port of the disability benefit is that it 
should be of real value to the insured at 
a time of personal disaster which ordi- 


narily involves serious financial strain. 


While protection of the companies’ inter- 
ests against fraud is at all times neces- 
sary, it is essential that the interest of the 
assured should be broadly and reasonably 
interpreted.” 

There are many cases when technical- 
ities could be used in the settlement of 
total disability claims. However, the feel- 
ing is that an honest claimant deserves 
honest treatment. A person totally dis- 
abled is in a position to call for the widest 
sympathy. The companies therefore have 
adopted a spirit of liberality in handling 
claims arising out of the total and per- 
manent disability provision. It speaks 
well for life insurance that the companies 
desire public favor and commendation. 


Committee Is Now Discharged 


THE report of J. B. ReyNnotps, president 
of the Kansas City Lire, to the AMER- 
1CAN Lire CONVENTION last week on the 
subject of valuation of policies brought to 
a close an issue that divided the western 
and eastern companies and for a time 
created much feeling. The AMERICAN 
Lire CONVENTION was brought into being 
largely to defend preliminary term valu- 
ation. The eastern companies were oper- 
ating on the full valuation basis. They 
were using this effectively. Many states 
had their laws so framed that preliminary 
term valuation was not allowed. 

THE CONVENTION 
tered militant 
champion the preliminary term system and 
to defend it against aggressive attacks. It 
was found that the newer and smaller 
companies were lined up strongly against 
the older ones. The full term valuation 
companies that they would have a 
fight on their hands if they attempted to 
bring the issue to a fore. In some states 


AMERICAN LIFE 
therefore as a 


en- 
force to 


saw 


bills were introduced that would have 
crushed the younger companies. The 
newer companies therefore allied them- 


selves with the legislators and developed 


a political influence that began to make 
itself felt. 

Finally the barriers in the east began to 
be burned away. Prominent actuaries 
saw that it was useless to keep up a fight 
of this nature. The western and southern 
companies were growing in power and 
strength. They were building up large 
agency plants and a fine business on the 
preliminary term. The public felt valua- 
tion was pretty much of a technical sub- 
ject. The two plans were merely different 
in bookkeeping. Preliminary term com- 
panies were building up large surpluses. 
The full valuation plan was not found 
essential to financial solidity. 

President REYNoLDs as chairman of the 
valuation committee of the AMERICAN 
LirE CoNVENTION brought his report to a 
close and asked that the committee be 
automatically discharged because valuation 
is no longer an issue. Preliminary term 
enter any state, even 
the stronghold of Massachusetts. To 
President RryNotps and many of the 
western executives can be given credit for 


companies can now 


Farmers and Business Insurance 


The Eguitaste Lire of New York 
suggests that. agents pay more attention 
insurance for farmers. At 
first glance this might seem an imprac- 
ticable line of thought. Yet the Egu!- 
TABLE calls attention to the fact that the 
farmers are prolific borrowers of money. 
A subdivision of business insurance is 
credit insurance. Therefore the farmer 
comes forward, in the opinion of the 
EQuitaBLe, as a real business insurance 
prospect. 

The farmer during the year is obliged 
to borrow money until his crops are har- 
vested and sold. He is a debtor to his 


to business 





upholding a principle for which they 
fought valiantly and defended it cour- 
ageously. 

bank at odd times during the year. 
These loans should be protected. A 
banker could assist materially in seeing 
what insurance was secured to cover 


the loan. The banker would feel safer 
and the farmer would feel more confi- 
dent. The banker is sure that the farmer 
will repay the debt if he keeps his health 
and strength. His character is excellent. 
The contingency of death is an impor- 
tant one in granting a loan. Insurance 
removes this. If farmers would protect 
their obligations in this way their credit 
at the banks would be very greatly 
enhanced. 





Allan S. Hathaway, 


Writing over $400,000 the first day he 
entered the insurance business is the 
record of Walter L. Klein, who recently 
connected with John R. Irby’ s general 
agency of the Prudential in Cincinnati. 
Furthermore, Mr. Klein has already 
written $750,000 of new business and 
Manager Irby predicts-that he will pro- 
duce three millions his first year. Mr. 
Klein will specialize on corporation in- 
surance and big individual policies. He 
has an extensive acquaintance among 
Cincinnati leading business men and is 
himself a man of large means who chose 
life insurance as his life work after a 
successful experience in both the bond 
brokerage and automobile business. He 
is 34 years old and thus entered the 
business while in the prime of life. 

Another accession to the Irby agency 
is Frof. Wm. C. Sayrs who tor years 
has been head of the English department 
in Woodward High School. 

Mr. Irby, manager of the Prudential, 
went to Cincinnati 12 years ago, when 
the ordinary department was writing 
only a small business in the agency 
and has built an agency with 40 good 
producers who will this year produce 
about seven millions of new business. 
Besides running his agency he himself. 
is one of the largest individual produc- 
ers of the company. He is now plan- 
ning an enlargement of his office facili- 
ties which will require about double his 
present space. Mr. Irby went to Cin- 
cinnati from the South and now has 
one of the largest general agencies of 
the company. 


By unanimous vote, Patrick E. Healy, 
for years district superintendent of the 
Metropolitan Life at Bellingham, Wash. 
and later district superintendent at Sac- 
ramento, Cal., has been elected execu- 








EVAN D. JONES 











at the quarterly meeting of the board oj 
trustees at the home office in Milwaukee 
last week. Mr. Jones has been con- 
nected with the company since March, 
1891, at which time he entered the of- 
fice of the secretary. He has held the 
post of assistant secretary since July, 
1906. ties 

Members of the American Life Con- 
vention are frequently impressed with 
the diversity of talent of Dr. Henry 
Wireman Cook, vice- president and 
medical director of the Northwestern 
National Life of Minneapolis, Dr 
Cook is one of the most gifted ex- 
ecutives in the country. He is a man of 
commanding force in his own institu- 





tive secretary of the Bellingham Cham- 
ber of Commerce, of which he was at 
one time trustee, Mr. Healy is expected 
to assume his new duties some time in 
November or December. 

slogan “Seattle 
” submitted by 


allures—its fame 
H. M. Walthew, 
agent for the Penn Mutual in Seattle, 
won for him the Community trophy, 
a handsome gold-mounted bill fold con- 
taining $300 in currency, offered by the 
Seattle “Times” in a boosting contest | 
designed to advertise Seattle. 


The 


endures 


York 
ago 
the | 


his removal from New 

City to Pittsfield some two weks 
to assume the vice-presidency of 
Berkshire Life, Frederic H. Rhodes has 
found his time fully occupied in study- 
ing the company’s home office and field | 
problems in an effort to learn wherein 
these can be simplified and the business 
developed. With the advantage of age, | 
financial strength, liberal policy forms 
and an untarnished reputation, no valid 


Since 


reason exists why the Berkshire Life 
should not make greater headway in 
future than it has hitherto. It has a 
number of fine personal producers 
among its agency staff, and it is the 


intent of Vice-President Rhodes to have 
each develop an organization, 





agency 
securing thereby not only an added busi- 
ness but creating managerial timber 


agencies in 
later on. 


available for independent 
different parts of the country 


H. C. Everett of 
fernia state manager 
National Life, has been named a direc- | 
tor in the new Pacific National Bank | 
being organized in Los Angeles. The | 
new banking institution starts with cap- 
ital of $1,200,000. Mr, Everett, who has 
been active in the sale of its stock, has 
built one of the strongest agencies for 
the Lincoln National Life and the Cali- 
fornia state organization has ranked 
first in both written and paid-for busi- 
ness during seven months of this year. 
Evan D. Jones, heretofore assistant 
secretary of the Northwestern Mutual 
Life, was named secretary to succeed 
who died recently, 


Angeles, Cali- 
the Lincoln 


Los 
tor 








| tion. 


of Denver, 
tional Life, U. 
of Denver. 
horse stumbled, falling into a bog. At- 


( He is much more than a medical 
director. He has administrative ability 
of a high order. At the Des Moines 
meeting last week Dr. Cook appeared 
prominently ‘n three different roles. In 


| the first place he won a prize at the goli 
| tournament, 
| skill on the links. 


showing that he possesses 
Next came his very 
admirable presentation 


exhaustive and 


| of total and permanent disability ben- 


| efits, the report being compiled by a 
special committee of which he _ was 
chairman. Dr. Cook suggested this in- 


convention in Mil- 
Then followed his 


the 
year. 


vestigation at 
waukee last 


|regular paper on the program dealing 


| with home office architecture and ar- 
rangements. Dr. Cook, to illustrate his 
points, used number of lantern slides 


showing home offices of the old and new 
type, interior arrangements and 
In this paper he displayed a genius for 


so on, 


| appreciation of architectural design and 


practical planning to secure efficienc) 
and comfort in dispatching details ot 
head offices. In his comment in con- 
nection with the slides the hearers weré 


impressed with the finished choice ©! 
words that Dr. Cook employed te 
draw distinctions as to architectural 


beauties and designs. Western men a 
particularly proud to have an executiv! 


of such versatility and initiative 
Robert D. Lay, vice-president and 
secretary of the National Life, U. S. A 
arrived at his home in Chicago this 
‘week, following his injury sustained 
while on a hunting trip in Rio Blanco, 
| Colo., 30 miles west of Pagoda. Mr. 
Lay was on the trip with R. E. Hoover 


general agent of the Na 
S. A., and W. M. Ren ard 
While on the trail Mr. Lay’s 


tempting to recover himself the horse 
threw Mr. Lay again, thus causing 4" 
injury of the groin. Mr. Lay’s com- 


| nanions took him on horseback 10 miles 
down 
ranch 
wagon to carry 
where they completed the trip to Den 
ver by automobile. 
to the 
sicians were summoned. 


peak to a 


obtained 4 
from 


the slope and Sand 
house, where thev 
him to Pagoda. 


Mr. Lay was taket 
hotel and ph- 


Palace 
Fortunately it 


Brown 
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October 25, 1923 


was found that the injuries were not 
dangerous, but complete quiet was 
ordered. 

A. W. Fetter of Greensboro, N. C., 
agent for the Jefferson Standard Life, 
closed his first contract year with 
$1,000,000 of life insurance paid for. 
This is Mr. Fetter’s first year with the 
company. He is not new to the busi- 
ness, having been general agent for the 
Guardian Life since 1915. It is a no- 
table record, however, to write $1,000,- 
000 the first year back in the field, with 
anew company. It is proof evident that 
being a manager did not detract from 
bis rate-book abilities. 


John B. Chenault, former insurance 
commissioner of Kentucky, died in Cov- 
ington, Ky., Sunday, of paralysis, having 


suffered a stroke on Wednesday. Mr. 
Chenault was a state bank examiner 
urder Governor McCreary, and was 


named federal bank examiner by Presi- 
dent Wilson, serving in that capacity 
at the time of his death. 


Arthur C. Savage, formerly insurance 
commissioner of Iowa, who some 
months ago was appointed special rep- 
resentative of the American Life Con- 





vention to do work for it and the 
American Service Bureau, has tendered 


his resignation. 





Henry H. Lovell, well known in in- 
surance affairs of his state and formerly 
a specialist in surety underwriting, has 
started an insurance paper at Omaha 
known as the “Forum.” He was for- 
merly an official of the old Title Surety 
& Guaranty of Scranton, Pa. Mr. Lovell 
formerly was in the business at Chi- 





cago and Indianapolis. It is a paper 
both for the assured and _ insurance | 
people. Long before the National Asso- 





ciation of Insurance Agents used the 
term “Insuror” to designate a profes- | 
sional agent, Henry Lovell appropriated | 
it. In fact he coined the word. 

| 

Announcement is made of the death | 
oi George H. Junkin, for many years 
general agent for the Manufacturers 
Life in Toronto, and a familiar figure 
in insurance circles in that city. 

Two little daughters of H. E. Worrall, 
secretary of the Omaha Life, attracted 
much attention at the meeting of the 
(American Life Convention in Des 
Moines last week. Misses Janette and 
Elinore were in demand in the hotel 
lobby. They were stopped ever and 
anon by a host of admirers. They are 
beautiful young children. Mr. Worrall 
was elected Nebraska vice-president of 
the American Life Convention. | 


Clifford L. McMillen of Milwaukee, 
ome office general agent of the North- 
western Mutual Life, was chairman of 
the drive in his city to secure a com- 
munity fund. The amount raised was 
$655,573, which was $25,000 more than 
the goal. This is the first time that the 
quota has been reached in three years. 
Mr. McMillen is highly praised by the 
Milwaukee papers for his fine work, 


Death claimed George K. Johnson, 


cormer president of the Penn Mutual 
— at his home in Chestnut Hill on 
londay. Mr. Johnson was born in 


Bucks County, Pa., Dec. 11, 1848. He 
started his business career as a clerk 
a Philadelphia manufacturing house. 
Later he became a member of the firm 
at Belknap, Johnson & Powell, manu- 
‘acturers of umbrellas, which at that 
'me was the largest in the trade in this 


ee _He became a member of the 
ard of 


ay trustees of the Penn Mutual 
~ll€ in 1889, was elected vice-president 
mM 1897 and president in 1906. He re- 
red from the presidency of the com- 
Pany slightly over a year ago. 


Un: G. G, Benway, manager of the 
ps eee entral Life, was the speaker at 
Seattie meeting of the Zonta Club in 
“Indirecs™ September. _ His subject was 
— Means to Direct Ends. Mr. 
orga id has had national experience in 

nization and civic work in connec- 


LIFE 


— ~ - 


Reliance Reports Increased Business 


The Reliance Life of Pittsburgh re- 
ports a gain of $4,059,553 in new life 
business the first nine months of this 
year. The paid business totals $39,- 
639,458. During September the life 
department showed a gain of $57,069, 


INSURANCE 





EDITION 


its September total being $3,916,660. The 
report of the company indicates that the 
healthy, 


business now written is more 
with fewer “not taken” policies than 
that written last year, as written busi 
ness shows a slight during 
September, although business 
shows a good increase company 


decrease 
paid 
The 





row has $248,317,864 lite 


lorce, 
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insurance in 
The accident department of the 


company shows marked gains, the acc 
dent business increasing 50 percent im 


the first nine months of this 


year as 


compared with the same period of 1922. 


The company has $103,770,577 
business in force 


The Most Important Trusteeship 


in the World 


accident 


» 

__ 

. ° . ° | 

HEN the will of the late President Harding was admitted to probate the | 
executors named were required to give bond in the sum of $750,000. 
These men were personal friends of the deceased President and un- 
doubtedly men of character and substance. Why then this heavy bond? Because 
the law treats estates as peculiarly sacred and hedges their administration about 

with many safeguards. 

Bonds for executors and rigid laws for He needs a Bond, 

ae guidance are designed to protect the **A voucher stronger than ever law could 
” ; ne cog make,’’ stronger than his personal fidelity can 

The family is the oldest institution in the world. furnish. 
It was the first form of government. It is the unit 
of civilization. The love of husband and wife, the There are such bonds—easily obtainable. The 
love of parents and children, the love of brothers and law doesn’t compel him to buy one. Perhaps the 
sisters, all have their roots in the family life. law should. Perhaps the law will some day. 

The head of the family is the trustee to If he is reasonably sound in mind and bod 
whom, in the order of nature, is commit- ; - y 
ted its prosperity and happiness. he can purchase a life insurance 

The head of the family therefore policy in a responsible company. 
holds the most important trustee- Then he is bonded. Then his guarantee is com- 
ship in the world. plete. That is one of the processes by which 

; : President Harding created his estate. 

How can that trustee guarantee that he will faith- 
fully discharge his obligation? His personal bond, the A life insurance policy in the New York 
bond that every man gives to his wifeand Life not only creates an estate but 
dependents, goes far, but not far enough, insure kKcel| provides, if the buyer so desires, for 
because, however noble his intentions and __| AY its administration. The New York Life l 


however deep his affections, death may in- C 
tervene at any moment, and the capital of 
that family, his productive power, will im- 


mediately be destroyed. 








under its charter has power “‘to make and exe- 
cute trusts,” and it will retain the proceeds 
of its policies under a trust agreement and 
distribute them as directed by the insured. 


Any agent of the New York Life will tell you how you can guarantee your 


trusteeship, how you can create an estate and 
ministered without personal or surety bonds and without cost to your family. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 


how you can have it ad- 











ti = m . 
®n with the Chamber of Commerce. 


SECURITY LIFE INSURANCE CO. OF AMERICA 


THE ROOKERY, CHICAGO 


O. W. JOHNSON, President 


INSURANCE IN FORCE, JUNE 30, 1923 

ADMITTED ASSETS . . . : : 
SURPLUS PROTECTION TO POLICYHOLDERS__.. 
PAID TO POLICYHOLDERS SINCE ORGANIZATION 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 


Address: 


$45,500,000 
5,137,208 
422,185 
4,065,756 


S. W. Goss, Vice-President. 




















14 


THE NATIONAL 


UNDERWRITER October 25, 1923 














4 
R 





LAPT 


5 


MAPIOU 





« 


A EDEZ DERN TA ITE ES COED I OLE O 








PEPE CBA. ASCII BOY. 






PEST RRR ORE OR 













Pets Sti 


BORSA ARCA RERE EER ER 


It’s Not Only Strong Financially 
but IT IS Giving the Service 





et ie et 


DEZLE TR 





4 
remy 


Reinsurance Lif 





TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 











Nearly 1 4 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 


Jan. 1,1913 Jan. 1, 1918 





Jan. 1, 1923 


Assets ...........--$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 — 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 








LIFE AGENCY CHANGES 




















MIDLAND EXPANDS TERRITORY 
St. Paul Company Announces General 
Agency Appointments—Will 
Enter New States 


prior to that was assistant manager of 
the San Francisco Chamber of Com- 
merce traffic bureau. 





H. A. Gebhardt and C. M. Frey 


Arthur Finley, manager of the Union 
Mutual Life at San Francisco, an- 
nounces the appointment of H. A. Ge. 
hardt as associate manager. Mr. Geb- 
hardt for some time past has been con- 
nected with the local branch of the 
Missouri State Life as office manager 
and is succeeded by Charles M. Frey, 
formerly a teacher of law and economi:s 
in William and Mary College, Williams- 


The Midland of St. Paul is contem- 
plating entering Illinois and Nebraska 
in the near future, and is adding a num- 
ber of new general agencies to the field 
in which it already operates. 

Stark, formerly Minnesota state 
agent for the Federal Life of Chicago, 
has gone to Des Moines for the Mid- 


land as genera, agent, for southern | burg, Va. Mr. Frey has only recently 
Iowa. Mr. Stark is well acquainted in 


gone to San Francisco from the East. 
that territory, as some years ago he a 
was located at Des Moines with the 
old American Life of that city. 

H. Hand, who was formerly with 
the Montana Life in Oregon, has been 
appointed general agent for the Mid- 
land at Pierre, S. D., for the western 
half of South Dakota. 

H. B. Carr of Detroit has been named 
general agent of the Midland for the 
state of Michigan. 


John J. Spear 


John J. Spear has been appointed 
manager of the life insurance depart- 
ment of the Chicago local agency of 
Fred S. James & Co. The James office 
represents as qewe agent the Fidelity 
Mutual Life. Spear was formerly 
of Knox. intee & Spear, general 
agents of the Lincoln National Life at 
Chicago. He has had a wide experience 
in life insurance work. 





MAKES OHIO APPOINTMENTS naman 
Life Agency Notes 


Wilson of Columbia, S. C, 
has re-entered the life insurance busi- 
ness, joining the state agency of the 
Mutual Life of New York. 

E. H. McProud has been appointed dis- 


United Life & Accident Has Established 
Some New General Agencies Get- 
ting Some Excellent Material 


Jerome V. 


* . ‘ trict manager for the Peoria Life at 

The United Life & Accident has re- Emporia Kan. Mr. McProud has been 

cently made a number of general agency | in the Kansas agency for some time 
appointments in Ohio and now has that eg! goo cage in the field. 

> ™ . L. Mayhew, former agency super- 

ptt itory pretty ~— covered. R. J. Mc visor for the Great Republic Life, and 

-elland, formerly manager of the Gem T. F. Foley, former general agent for 

City Life at Cleveland, has taken the| the company at Bakersfield, Cal., who 


resigned several months ago in order to 
give his time to personal production, 
have formed a partnership. In addition 


general agency in that city. Patrick O. 
Reilly, for 14 years with the Prudential, 














is general agent at Lima. George to representing the Great Republic Life 
Reynolds, until recently state agent in ad gh ee 7 ge gl 
4 - pel ° * ° oley Jian o ac é re é § ance 
Ohio of the New Brunswick Fire, be- business, developing fire and casualty 
comes general agent for the Toledo ter-| lines also in Los Angeles. 
ritory. 
D. W. Millermaster LOCAL: ASSOCIATIONS | 
- . — 
Delmar W. Millermaster, heretofore 
of the Milwaukee office of the New Detroit, Mich.—The members of the 


York Life, has been transferred to the 
Los Angeles agency of the company, 
where he will be assistant manager. He 
has been identified with the New York 


Detroit association heard a very instruct- 
ive and sincere talk from John Morey 
manager of the Phoenix Mutual Life at 
Detroit, at the October meeting. His 


Life for the past ten vears. A fare- | toPic, was “Ethics of the Life Insurance 
en e€ tor z . * wa years. A va Men.” Mr. Morey covered his subject 
well party was given in honor of Mr. | go completely and thoroughly that a 


Millermaster by members of the office 
force at Milwaukee. 


commit- 
man- 


resolution was 
tee appointed, 


adopted and a 
consisting of three 





—_—_— agers and two field men, to make 4 
Lorraine L. Ferrer thorough study of the local association's 
. need for new by-laws, the part-time 


agent question, and a new agent's’ qual- 
ifications bill to be presented at the next 
| legislature. The committee will make 4 
report at the November meeting. In- 
tense interest has been aroused and one 


Mrs. Lorraine L. Ferrer has been 
placed in charge of the newly organized 
woman’s department of the Milwaukee 
agency of the Mutual Life of New York. 


! 
Phe department was established by of the largest meetings of the year is 
Bruce Whitney, manager of the agency, | expected. 
to comply with the general tendency | ee @ 
among women to seek counsel in busi- Los Angeles, Cal.—The Los Angeles 
ness matters from members of their | association has announced its first fall 
own sex, preferably those socially | luncheon-meeting Friday, Oct. 26. A? 
prominent, who have taken up business se program has been prepared 
or professional work. Mrs. Ferrer has | #5,,200WS: " 
been prominent in social, club, church | . Some, Needed Amendments to = 
~ Constitution,” Alex. Dewar, chairmar 
and musical work. She is a graduate | the executive committee. 
of Milwaukee-Downer College. Associ-| “Future Plans and Purposes,” George 
ated with her in the new department | w. Ayars, president. 
will be a number of specially trained; “Trusts, Cptional Settlements, and In- 
women. | come Insurance,” Will G. Farrell. | 
| “The Trust Company in Its rome 
=¥1: to Life Insurance,” Judge ill 
John S. Willis Rhodes Hervey, vice-president in charge 
John S. Willis, for over ten years | of the trust department of the Pacific 
traffic manager and rate expert for the Southwest Bank. i a 
Williams Steamship Line, has resign:d| “4 /@rse attendance is expectee 
to enter life insurance with the San | = 3.8 ; 
Francisco general agency of the Massa- Youngstown, O0.—Harris B. Burrows 


Jr., one of the largest producers in the 
Cleveland agency of the Mutual Life of 
New York, addressed the October meet 
ing of the Youngstown association on 
“Partnership and Corporation Insur 


chusetts Mutual Life. Mr. Willis will 
have the title of director of service and 
will have special duties in connection 
with development of the agency’s busi- 


ness, according to H. A. Binder, general | ance.” Mr. Burrows discussed methods 
agent for the company. Mr. Willis has | he uses in selling business insuran® 
had wide experience in traffic lines, | and touched on estate and et 


taxes as a field for new business 


serving as manager of Pacific Coast 
S S was a good crowd of local insurance 
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men present and Mr. Burrows’ talk was 
received with enthusiasm. 
*x* * ® 

Omaha, Neb.—The regular monthly 
meeting of the Omaha association will 
be held Saturday, Oct. 27. The principal 
speaker will be Henry Monsky, a lead- 
ing Omaha attorney, whe is an excep- 
tionally fluent and interesting talker. 
With other plans for the program, the 
meeting promises to be an unusually in- 
teresting one. 

*x* * * 

Oklahoma City, Okla.—The Oklahoma 
association has adopted the policy of a 
uniform program, outlined by the na- 
tional program committee for the year. 
The matter was placed before the asso- 
ciation by George Lackey, vice-president 
of the national association, at a meet- 
ing Monday noon. 

x * * 

Minneapolis, Minn.——W. F. Webster, 
superintendent of city schools, was the 
speaker at the monthly mieeting of the 
Minneapolis association last week. Mr. 
Webster explained the operation of the 
city school system, and that increased 
costs were due to increased population, 
salary betterments, and extension of 
school training in special departments, 
such as for the blind, deaf and subnor- 
mal students. He also asserted Minne- 
apolis needed a city school of technol- 
ogy. He said high schools were better 
patronized than ever before, as people 
seem to realize that educaticn pays. 

* * x 

Boston, Mass.—Working plans of co- 
operation with banks and how banks 
and life underwriters can cooperate 
were topics discussed before some 175 
members of the Boston association at its 
luncheon Thursday. The speakers were 
Ernest A. Hale, president of the Massa- 
chusetts Cooperative Bank League, and 
J. Earl Perry, attorney for the Waverly 
Cooperative Bank. 

The first speaker outlined the extent 
and thrift program of the banks. He 
stated there were 350,000 members of 
such banks in Massachusetts, 213 banks 
and $260,000,000 invested in the institu- 
tions. The banks operated at one-half 
of 1 per cent expense, having in most 
cases but one paid official. The second 
speaker maintained that on the mere 
basis of savings the cooperative banks 
could show a better record than life 
insurance. He thought the great body 
of cooperative bank depositors made the 
best group of prospects which could be 
found in the state. 

Edward I. Brown made an appeal for 
cooperation in the Salvation Army drive. 
The association adopted resolutions in 
memory of former President Frank H. 
Stratton, who died the past week. 

*x* * * 

Davenport, Ia.—About 15 members of 
the Davenport association were present 
at the October meeting when E. O. 
Smoot's, district manager of the Berk- 
shire Life, and H. L. Williams, general 
agent of the Northwestern Mutual, 
spoke on “How to Find Prospects” and 
“How to Write Life Insurance.” An- 
other speaker was B, O. Osterhus, agency 
supervisor of the National Life of Ver- 
mont. Mr. Osterhus gave a good talk 
on the busfness from the field mana- 
ger’s standpoint, expressing his admira- 
tion for the work being done by the 
local associations throughout the coun- 
try in correcting the evil practices in 
life underwriting. Mr. Williams, in pre- 
senting his business getting ideas, said 
that the foundations for success are pre- 
Paredness, increasing work and cour- 
age. J. M. Ecklin, manager of the In- 
ternational Life, was elected second 
Vice-president of the association to fill 
the vacancy caused by the removal from 
Davenport of Paul Otto. 

*x* * * 

Columbia, S, C.—The October meeting 
of the Columbia association was held 
last week. Twenty-five new applicants 
Were taken into the association at that 
ume. This is one of the strong associ- 
ations in the south. 

x * * 

Baltimore, Md.—Daniel Willard, presi- 
dent of the Baltimore & Ohio Railroad, in 
an address before the Baltimore associa- 
tion last week pointed out the close 
connection between railroads and the in- 
surance companies. Mr. Willard referred 
to the letter inviting him to speak, in 
ba the president of the association 
Said: 





“I know of no two businesses whose in- 
terests are more closely and intensely 
allied than that of the railroads and the 
life insurance companies. I presume that 
the life insurance companies own far 
More railroad securities than any other 
class of investors and their interests are 
80 wrapped up together than anything 
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A Bigger Opportunity 


HERE is-a decided advantage in an 

agency representation of the Inter- 
Southern Life. Not only are you equipped 
with good policy contracts and liberal com- 
missions, but in addition you represent a 
Clean, Strong and Progressive company. This 
means much to the man in the field. 


That type of home office relationship gives 
you the assurance that everyone of your 


Inter-Southern Life 
JAMES R. DUFFIN, President 


policyholders will receive eminently fair 
treatment. 


Just now, we have several very good general 
agency opportunities in Illinois. We would 
like to hear from several men in that state 
who are prepared to put in their best efforts 
in establishing themselves as worthwhile 
life insurance men. 
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@ there's no “between’’ season 
in Wisconsin. November, Feb- 
ruary, August—these are invari- 
ably big months with us, and 
March is probably best of all. 
Come to Wisconsin with 
Vested renewals. No 
tie-ups; no forfeitures. 
That’s our Square-Deal a 
Contract to Agents. Home Office, Madison, Wis. 
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to the detriment of one would to a 
greater or less degree affect the other. 
It is unthinkable that the railroad securi- 
ties of this country will ever be any- 
thing but a safe and sound investment 
for life insurance funds, and I am con- 
vicned that through the medium of life 
insurance men the railroads may be 
given a larger and truer place in the 
public eye.” 

Mr. Willard added: “IT thoroughly 
agree with that statement and it is 
largely because of that belief that I was 
glad to accept the invitation.” 

As the point of direct contact between 
the railroads and the life insurance com- 
panies is to be found in the large hold- 
ings of railroad securities by the insru- 
ance companies, he devoted his address 
mainly to a discussion of the amount of 
railroad securities outstanding and their 
distribution. He stated that about §$1,- 
885,000,000 par value, or about 17% per- 
cent, of the total outstanding railway 
bonds and similar securities are held by 
life insurance companies. 

“o & = 

Norfolk, Va.—New officers of the Nor- 
folk Life Underwriters Association were 
intsalled at its October meeting as fol- 
lows: L. S. Grove, president; C. H. Furr, 
first vice-president; R. L. Dobie, second 
vice-president; R. A. Jones, third vice- 
president; F. B. Nichols, secretary-treas- 
urer. John C, Goode, president of the 
Richmond association, was the principal 
speaker. He outlined the work which is 
being accomplished through organiza- 





STATE MUTUAL LIFE : ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Steadfast adherence to the principles of pure mutuality has built up a membership of policyholders 
in this Company who realize the advantages of its constructive and progressive policies. 


Home Office cooperation with the Field Force has created a selling organization with which it is 
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both pleasant and profitable to be associated. 


B. H. WRIGHT, President. 


D. W. CARTER, Secretary. 
STEPHEN IRELAND, Superintendent of Agencies. 








Seven Years of Steady Progress 


ASSETS 


1916 ....$125,222.00 
1917 .... 129,523.00 
1918 .... 155,613.00 
1919 .... 203,600.00 
1920 .... 303,164.00 
1921 .... 404,224.00 
1922 .... 984,558.00 





INTERNATIONAL LIFE & TRUST COMPANY 


J. O. LAUGMAN, President 


MOLINE, ILLINOIS 


DR. ANDREW JOHNSON, Secretary and Medical Director 


The [nternational Life and Trust now wants a repre- 
sentative in your district. It is an old line legal reserve 
company with a record to be proud of. To represent 
this dependable company is to represent a pillar of 
safety in the life insurance business. You are assured 
of a maximum degree of intelligent co-operation. 
Write us at once for an agency. We have the means 
of assuring you of a successful career in the life in- 
surance business. 


INSURANCE IN FORCE 


1916..$ 203,000.00 
1917.. 704,500.00 
1918... 1,382,500.00 
1919.. 2,973,000.00 
1920.. 4,513,000.00 
1921... 5,019,000.00 
1922... 9,148,126.00 
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tion of underwriters, stressing particu- 
larly the closer relationship which is 
being established between the company 
and agent through this means. He de- 
clared that the agent of today must lh 
thoroughly educated along insuranc: 
lines if he would make a success of him- 
self and he told how the Richmond asso- 
ciation is helping the agent in this con- 
nection by fostering a school of life 
insurance and salesmanship in that city 
*x * 

Philadelphia, Pa.—Continuous coopera- 
tion is being extended by the Philade}- 
phia association to the University of 
Pennsylvania special life insurances 
course. This was manifested at a con- 
ference last week between representa- 
tives of the association, when tentative 
arrangements were made for home office 
officials and underwriters who are suc- 
cessful in the sale of special policies, to 
deliver lectures at the various university 
sessions. Those attending the conference 
were Profs. Huebner, Knight and Hess of 
the University; and President Woodworth 
and other members of the association, 
their spokesman being Allan Wallis 
general agent Equitable of Iowa, 

s be 

Birmingham, Ala,—Frank N. Julian, in- 
surance commissioner of Alabama, and 
Dr. J. E. Dillard, pastor of the South Side 
Baptist Church of Birmingham, were the 
principal speakers at the October meeting 
of the Birmingham association. Com- 
missioner Julian explained in full recent 
insurance legislation. At the end of his 
address he was unanimously elected an 
honorary member of the Birmingham 
association. 

Dr. Dillard affirmed his belief in life 
insurance and quoted liberally from th« 
scriptures. He declared that it was the 
duty of every man to take out insurance 
for the protection of his dependents. 

The association decided to enter a float 
in the parade on Oct, 28 in connection 
with the Eirmingham Fall Festival and 
Trade Exhibit. 

x * * 

Buffalo, N. Y¥Y.—The Buffalo association 
will hold its second big meeting of the 
season Friday, Oct. 26. The speaker wil! 
be Arthur F. Sheldon of the Sheldon 
School of Salesmanship, who will talk on 
“The Soul of Constructive Salesmanship.” 
This, like the first meeting, will be open 
to the general public. This is done to 
give the students and former students of 
Mr. Sheldon an opportunity to hear him 
speak and meet him personally. 

* * * 

Des Moines, Ia.—President J. F. Yost 
presided over the first fall meeting of the 
Des Moines association last week, when 
Frank McNally, general agent for the 
Massachusetts at Minneapolis, was the 
speaker. Brief remarks were also made 
by E. H. Ooley, field superintendent of 
the Union Central, who was a guest at 
the meeting. There was a big attend- 
ance, over 100 being present, and the 
associatio nopened its fall program in 
fine style. <A series of eight meetings 
has been planned to take up a consecu- 
tive train of thought through the asso- 
ciation season and a prosperous season 
is anticipated. 


Report Business Booming 

The Provident Life & Accident ol 
Chattanooga reports business booming 
at an unprecedented rate. The total f 
the first nine months of the year shows 
a premium income of $100,000 in excess 
of that in the same period of 1922. Th 
Provident started this year with a pr 
mium goal of $2,250,000, and the gen- 
eral prosperity encountered during the 
first three-quarters of the vear indicat 
that this mark will be easily 
The company is also enjoying an excel 





passed 


lent agency growth, new connections 
being made at the rate of 20 or 30 4a 
month throughout the 20 states in which 


the company operates, 








Our Policies Provide for 


Double Indemnity 


Reducing Premiums 
SEE THE NEW LOW RATES 


BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Disability Benefits 
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Policy Literature, Rate ks, etc. 


PRICE, $3.50 and $2.00 respectively. 


New Policies, Soaiabiinl Rates, Dividends, Surre Surrender Values, oa all Il Changes i in 


Digest” and “Little Gem,”’ Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 


































MIDLAND LIFE’S NEW RATES| expiration of the 


Kansas City Company Issues Four New | 
Forms, New Rates on Others 
and Withdraws Two 


‘he Midland Life of Kansas City has 
just issued a new rate book and four 
new policies. The rate on its ordi- 
nary life policies has been changed, the 
difference being in favor of the insured. 
The first new policv is a guaranteed 


increasing benefits form, carrying a rate | 


of $31.11 without disability and $32.94 
with at age 35. The other new policies 
are: Endowment at age 60; endowment 
at age 65; and endowment annuity at 
age 65. The new rates were effective 
on all business written on and 
Oct. 12. Also after that date, 
pany will not accept applications for 
joint life insurance except in cases of 
partnership insurance where ‘tee or 
more male lives desire coverage under 
the same policy. The company will dis- 
a writine coupon policies after 
Dec. 31, 1923. It is believed that these 
new es forms will all be popular 
sellers. Rates per $1,000 on the com- 
pany’s principal forms are as follows at 
five-year intervals: 





End. 
20 20 Yr. End. End. An’ty 
Age Ord. Pay End. at 60 at 65 at 65 
$ $ $ $ $ 
20 14.46 22.52 41.54 18.92 16.94 18.79 
a sneu 16.25 24.52 41.91 22.3 54 21.99 
ee = ace 18.56 26.93 42.45 26.35 
85 21.58 29.90 43.27 32.45 
40 25.70 33.78 44.62 41.61 
45 .....31.28 38.76 47.13 55.10 
ee 39.15 45.38 51.30 is 
5 .....50.05 54.70 58.42 
Parr 64.71 67.25 69.15 
Canada Life 
The Canada Life of Toronto has re- 


cently made a few changes in its policy 
contracts. Previously, policyholders 
were not allowed to engage in aero- 
nautics, without payment of an extra 
premium. The revised clause governing 
this now allows policyholders to make 
aerial flights as passengers without any 
extra premium. The guaranteed rate of 
interest payable where the proceeds of 
a policy are left with the company have 
been increased from 3 percent to 34% per- 
cent. The company, of course, is at 
present paying 5 percent on all such 
funds, the change affecting the actual 
guaranteed interest. Provision for the 
payment of insurance funds in instal- 
ments was previously based on a 3 per- 
cent rate which has also been increased 
to 3% pereent. A Canada Life policy 
previously was indisputable after one 
year. This has now been increased to 
two years. 


Ontario Equitable 


The Ontario Equitable Life & Accident 
of Waterloo is now writing all applica- 
tions for $2,000 or under without medical 
eXamination, 


Sun Life 
The Sun Life of Canada has recently 
made a new regulation modifying the 


application of the non-forfeiture clause 
where a policyholder desires temporary 
accommodation in the payment of re- 
newal premiums but who does not wish 


to incur the _ special non-forfeiture 
charge. The new regulation is as fol- 
lows: “In cases where there is no exist- 


ing indebtedness against the policy under 
the non-forfeiture clause, and there is 
Sufficient reserve to enable the company 
to advance the premium in accordance 
with the conditions of the non-forfeiture 
clause, the premium will be automatically 
advanced in the usual way. If the total 
Premium thus advanced be paid within 
‘wo months after the expiry of the days 
of grace (three months from the pre- 
mium due date) the company will waive 
the special non-forfeiture charge of 4 
Percent per annum. In other words, the 
total charge will be at the rate of 6 per- 


after | 
the com- | 


days of grace to the 


| date of payment. 

“If the full premium be not paid as 
provided above, the total non-forfeiture 

| charwe as called for by the policy will 

| sooty from the expiration of the days of 
grace.” 

The Sun Life has allowed as one of its 

|} options on quinquennial dividend poli- 

| cies, a temporary reduction of the pre- 


| mium for the five years following the 
| profits allotment. No allowance was 
made in respect of the unused portion of 


the profits where the assured died during 
the quinquennium while such a reduc- 
tion was in effect. The company has 
|}now changed its method of calculation 
| SO that from the beginning of the next 
| dividend year, April 1, 1924, the dis- 
| counted value of the remaining tem- 
| porary reductions will be added to the 
} sum assured in the event of the policy 


becoming a claim. 


Indianapolis “Y” School 


Harry W. Mason of the Indianapolis 
staff of the Penn Mutual Life will be 
head instructor of the study classes in 
the Indianapolis Y. M. C. A. this win- 
ter which will be conducted under the 
auspices of the National Association of 
Life Underwriters. Before taking up 
life insurance Mr. Mason was engaged 
in school work and is an experienced 
instructor. He will have associated 
with him a staff of some 25 or 30 local 
life insurance men who will be assigned 
specified subjects to present to the 
classes. It is hoped to develop some 
actual life insurance agents through this 
course but even if some of those who 
take the course do not enter the busi- 
ness it is believed that the knowledge 
which will be thus disseminated will be 
good for the business. The Indianapolis 
Association is looking after the details 
of the course in Indianapolis. 





Northern Life Enlarges Quarters 


The Northern Life of Seattle has ob- 
tained additional office space, measur- 
ing 100 by 110 feet, in the Northern Life 
annex building recently erected on the 
south side of the present headquarters 
of the concern. The building is a two- 


story structure and the insurance com- 
pany has most of the upper floor. Ap- 
proximately 50 members’ of _ the 


Northern Life staff are making use of 
the new quarters, 

Agency Supervisor E. S. Campeau is 
cccupying a new office in "the old build- 
ing. The extra room in the old build- 
ing released by the opening of the new 
offices is being used by an enlarged staff 
of clerical and office workers. 


Construes Benefit Statute 

In refusing a writ of error in the 
case of Grand Court of Texas Order 
of Galanthe vs. J. T. Welsh, from Harris 
county, the Texas supreme court held 
in effect, that when a member of a 
fraternal benefit society, doing business 
under laws of Texas, dies in good and 
regular standing with such society, some 
person named in the statutes shall re- 
ceive the benefit money, whether any 
beneficiary is designated or not by the 
member in the benefit certificate issued 
to such member and where the by-laws 
do not provide how the money shall 
go and where the member, as in this 
case, has originally designated her hus- 
band and the husband had predeceased 
the member, there being no children and 
the mother of the member having died 
before the member, the father is the 
lawful claimant of the benefit money. 


After being located many years in the 
Park building facing the public square, 
the George R. Craft general agency of 
the Bankers Life in Cleveland has moved 
into larger offices in the Hickox building. 
For some time there has been a gradual 
movement of business farther out in 





“ent per annum only, calculated from the 


Cleveland. 








Acacia Mutual Life Associati 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $135,000,000.00 Assets over $8,000,000.00 
We issue all Standard Forms of Old Line Legal Reserve Policies at Net 

j Cost to Master Mason * Only 

. To Agents who are Raster Masons in good ee we offer: 

Liberal First Year Commissions. Continuous Renewals, thus insuring an 
income for life to permanent Acacia Agents. Real Home Office Cooperation. 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








To Men Who Will Recognize 
an Opportunity: 


WE are offeringljexcellent territory surround- 

ing four Michigan cities, on a liberal General 
Agent’s contract, to men who can qualify as 
Managers and organizers. Communicate 
directly with 


The Ohio National Life Insurance Company 
The Company With A'Big Surplus 
CINCINNATI, OHIO 











To the Man Who Is Willing—and WILL 


we eae emcpaaed te, oiler eameael eqpestuniine Ger 
money-making creating a competence 
the FUTURE 


For Contracts and Territory, Address 
H. M. HARGROVE - 


Beaumont, Texas 


President 








24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity reaulailyt ap - 
924.33 for loss of time from injuries or AY. still own eoleecn 
their life insurance. These drafts are delivered oe our own 
to — = himeelf of a cordial introduction to the claimant's +4 ~ v4 
the claimant himself with the sdditional life protection he intends 
to take sometime. 
We can use good men to help deliver the 27,000 claim drafts we 


more 
will iesue during 1923. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 











1867 EQUITABLE LIFE 7923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted Assets Insurance in Force 
ER are ee $12,431,725.00 $ 67,326,327.00 
Dec. 31, 1922......... anion 44.995,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 


Address:—Home Office: Des Moines 
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sy HE Chicago National 
len mi Life Insurance Com- 
{| pany has special in- 
ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of 1200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National Anderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, III. 














PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 




















CELEBRATE MANAGERS’ MONTH | 


Peoria Life Replaces Entire Managerial 
Force for One Month, for 
Special Campaign 





October is managers’ month for the 
Peoria Life, all managers in the entire 
field being retired for the month. The 
company replaces the entire managerial 
force for this month each year, naming 
one of the leadin~ producers in each 
agency to assume charge of the office 
and place a record total of business on 
the books in honor of the manager. In 
Illinois, William O’Brien is managing 
the caunpaign for Manager Fred Avery. 
O. H. Swarthley will manage the King 
agency. Mr. Larkin will guide the 
Caldwell agency and William Kexel, the 
Skriner agency. Harry Nelson will as- 
sume charge of the Curnow agency. 
The George Seal agency will be handled 
bv Gus Zimmerlin and D. H. Jenkins 
will run the James agency. In Nebraska 
the work will be in charge of Les 
Humphrey, and the Kansas field will be 
under Dr. Reed. In Missouri and In- 
diana, managers’ month will be_ di- 
rected from the state offices by Mrs. 
Frederick in Kansas City and Mr. 
Palmer in Indianapolis. Vue Casovic 
is conducting the month in Kentucky. 
The temporary managers in Michigan 
will be C. C. Cooper in Detroit, E. P. 
Messinger in Flint, D. D. Way at Bat- 
tle Creek, Freeman Morav at Lansing, 
F, J. Richards at Alpena and E. 5S. 
Smith at Wayne. 


Morgan School Opens 


The Morgan Life Insurance Funda- 
mentals and Salesmanship School at 
Washington, D. C., opened on Oct. 24, 
with W. W. Winsbro as dean and James 
Lee Vost and A. P. Shalet as instructors. 
This school will have charge of the edu- 
cational work of the field forces of the 
Mutual Life of New York in Washing- 
ton, D. C., and northern Virginia. 
Thomas P. Morgan, Jr., is president of 
the school. Not only the Mutual Life 
agents, but prospective life insurance so- 
licitors will be taken into the school, tui- 
tion and text books being free. 





Cooperate in Athletics ~° 

The fine spirit of cooperation existing 
between the insurance companies of 
Philadelphia is shown by the fact that 
the Penn Mutual Life Athletic Associ- 
ation recently turned over its big ath- 
letic field and country club for a field 
day for 600 members of the Provident 
Mutual Life Athletic Association, which 
was attended by Asa S. Wing, president 
of the company, and other officials. Wal- 
ter D. Cross, president of the visiting 
association, presided at the banquet 
which rounded out the evening. Two 
days later the Penn Mutual reserved the 
use of its field for a similar field day 
for 200 members of the North America’s 
Athletic Association. 


Mid-Continent Life’s Record 


Alvin C. Raines led all solicitors in 
the volume of new and completed busi- 
ness for September in Oklahoma, for the 
Mid-Continent Life, with a showing of 
$76,000. The Mid-Continent announces 
a total of $615,700 of new and com- 
pleted business at the home office, for 
the month, with a grand total of 
$8,248,975 for the first nine months of 
1923. 





agent can think favorably of that institution. 
through a permanent connection. 
the representative in the long run. 


J.H. Leffler, Acting President 
MU ° 





The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
Permanent success can only be attained 
The companies that stay are the companies that pay 


WESTERN RESERVE LIFE INSURANCE CoO. 


John W. Dragoo, eee Harry H. Orr, General Counsel 
CIE NDI A 











RULE ON TEXAS INVESTMENTS 


Texas Attorney General Holds Com- 
panies Cannot List Municipals 
in Reserves 





The attorney general of Texas dei- 
initely and finally ruled Monday that 
municipal bonds cannot be calculated in 
the investments of life insurance com- 
panies in Texas reserves to reduce the 
occupation tax; that the law contem- 
plates promisory notes or other obli- 
gation secured by mortgage, deed of 
trust or other lien on Texas real estate. 

The Great Republic Life of Los An- 
geles owns $30,000 Hidalgo county, Tex, 
bonds and insisted that they should be 
counted as part of Texas investment of 
Texas reserves and thus reduce the state 
tax. The attorney general negatives 
this. He cites the emergency clause of 
the Robertson law, which said that the 
imterest rate on land mortgages is too 
high and that cheaper money was needed. 
That company or some other may take 
the question to the courts for a decision 
as to whether investment in Texas mu. 
nicipal securities comes within the in- 
vestments required by the Robertson 
law to effect reduced taxes. 


Spence Agency’s Great Record 


Members of the selling staff of the H, 
Wibirt Spence agency of the Mutual Life 
of New York at Detroit paid for more 
than $1,000,000 on the annual basis in 
September, in honor of Mr. Spence’s 
17th anniversary as manager of the De. 
troit office, and in his absence on his 
vacation. This was the seventh month 
that more than $1,000,000 has been paid 
for on the annual basis in annually paid 
for business for the nine months of 
1923. Over $16,000,000 has been writ- 
ten by the agency force during the year. 

September was unusual in that there 
were very few large cases. The “little 
cones” did the trick, 

The women agents of the agency 
wrote $125,000 during the month, which 
materially helped their male coworkers 
in putting over their “million-a-month” 
slogan. 

Up-state sales conferences are starting 
this month, one to be held at Kalama- 
zoo and the other at Saginaw the lat- 
ter part of this month, with Mr. Spence 
in charge. 


Prudential’s Housing Loans 


In accordance with its established 
practice of investing a large part of its 
funds in building operations to relieve 
the housing shortage, the Prudential 
loaned $5,012,000 for new construction 
in September. This sum will help pro- 
vide accommodations for 1,692 fam- 
ilies. Since Jan. 1 the Prudential has 
made building loans totaling $39,481- 
560, by which 13,051 families will be 
housed when the building operations are 
completed. This amount is $5,444,000 
more than last year. In addition to its 
loans for dwellings, the company in Sep- 
tember made farm loans _ totaling 
$4,745,500. 


New California License Plan 

The California insurance department 
has made a further concession to enable 
the companies, in appointing agents, 
comply with the provisions of the new 
California agents’ license law. Accord- 
ing to the new law it is required that the 
companies, or rather their managers, i? 
seeking license for new agents, to state 
that they have personal knowledge of 
the applicant and that the latter is duly 
qualified to serve as an agent. The ne¥ 
ruling requires the managers for the 
companies to endorse the applications 
to the effect that the special! agent 
other person signing the application has 
the authority to appoint the agent. 2 
determining the new ruling. Commis 
sioner Squires conferred with a commit- 
tee of company representatives composed 
of Clifford Conly, of the Geo. H. Tyso® 
general agency, for the fire companies; F 
M. Cotter, resident secretary for the 
Royal Indemnity, representing the cas 
ualty companies, and T. G. Crothers. vice 
president and general counsel of the 
Western States Life, on behalf of tt 
life companies, 
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RULING AS TO POLICY DATE 
(CONTINUED FROM PAGE 11) 


$227.70 on or before the 14th of each 
November thereafter. 


Notified of Forfeiture 


The policy provided that the failure 
to make any payment when due should 
forfeit and cancel the contract of in- 
surance and terminate the obligations 
of the company under the folicy. It 
further provided that a grace of not less 
than 30 days would be allowed on the 
payment of each premium after the first 
during which month the policy would 
continue in force, and if the insurer 
should die within that period, the un- 
paid premium for the current policy 
year would be deducted from the 
amount payable under the policy. 

The first fremium was paid but no 
payment was made on Nov. 14, 1918, 
nor was any payment made before the 
death of the insured, which occurred on 
Aug. 25, 1919. On Dec. 16, 1918, more 
than a month after the grace period, a 
notice was sent to the insured by the 
company that as the premium on the 
policy had not been paid, it was its in- 
tention to forfeit and cancel the policy 
unless the premium was paid within 30 
days from the date of the notice. This 
notice was given as was stated therein 
in compliance with the provisions of 
Chapter 212 of the laws of 1915, relating 
to the forfeiture of life insurance pol- 
icies. 





INTEREST FELT IN COMPANY 


Speculation as to American Bankers of 
Chicago—Has About $17,000,000 
in Force 





Considerable speculation exists as to 
the probable future of the American 
Bankers Life of Chicago. The company 
has about $17,000,000 in force and re- 
peated offers of reinsurance have been 
made to Nelson Moore, the principal 
owner of stock, who is the father-in-law 
of Secretary J. O. Karstrom, but all 
have been declined on account of the 
price being too low. It is stated that a 
loan of $150,000 was made by Mr. Moore 
to the Insurance Finance Corporation, 
a Delaware corporation, which acquired 
the stock of the company given as col- 
lateral to Moore. Mr. Moore is now 
understood to be holding out for $200,- 
000. 

The American Bankers commenced 
business July 25, 1910, and until a short 
time ago was managed by Ernest W. 
Spicer, its former president, who is now 
understood to be on the Pacific Coast, 
going there after an unexplained resig- 
nation. It has been licensed in Illinois, 
Indiana, Iowa, Minnesota, Missouri, 
Nebraska, New Mexico, Pennsylvania, 
South Dakota, Tennessee and Florida. 





“Marriage” Concern Quits 


The Continental Mutual Endowment 
Association of Des Moines has surrend- 
ered and will go out of business at once. 
This is the somewhat noted marriage in- 
surance association that sprang into ex- 
istence there some months ago. The de- 
cision to close the business and return 
the money paid in for policies was 
reached after County Attorney Seeber- 
ger and the state authorities made a 
complete investigation of the plan and 
decided it came under the restrictions of 
the state blue sky law. The officials 
were amazed at the popularity of the 
scheme. 

Under the plan widely .advertised by 
the Des Moines concern the insured 
Pays a premium on $1,000 insurance ba- 
SIS against his marriage within one year. 
At the close of the year he was to re- 
ceive the amount for which he was in- 
sured. The “catch” comes in the as- 
sessment under this mutual benefit plan. 
When others break their contract with 
the anti-marr‘age company each mem- 
ber is assessed his proportionate share 
of the amount of liability. An initiatory 
Payment of $15 was exacted and $2.50 
[month made provision for the buffer 





MODEL BLANKS GIVEN 
SUGGEST DISABILITY FORMS 


American Life Convention Report 
Presents Werk of Year’s Study on 
This Special Feature 


The forms suggested by the Amer- 
ican Life Convention report on disability 
clauses are the result of a year’s study 
of the underwritiv~ actuarial and legal 
factors involved in underwriting the 
permanent and total disability feature 
in connection with life insurance. The 
special committee appointed at last 
year’s session and composed of men 
representing the actuarial, medical and 
legal departments, tendered its com- 
prehensive report to the Convention at 
its annual session at Des Moines last 
week, the report being given in the 
special American Life Convention issue 
of THe NATIONAL UNDERWRITER. That 
portion of the appendix of the report 
which dealt with blanks was not there 
given and is now shown as follows: 


AMERICAN LIFE CONVENTION 
COMPANY, OMAHA, NEB. 


Proof of Total and Permanent Disability 


Under Policy No...... on the life of..... 
BRaUe Ob. occccccccesss l a 
Pe. Giccsetsoencne j =e 
being duly sworn, deposes and says that 
Assignee 
+ Insured 
| Beneficiary 
a ssanen , issued by the American Life 
Convention Company on the ..... day of 
.; that the Insured (who 
was born on the ....day of Beep 
ga ee ) 
Give source of record 
became totally disabled as a result of 
(Give details of cause of disability).... 
that he has received medical attention 
for the condition described above by the 
following physicians only: 


Doctor Address Cause Date 
that in consequence of the 
condition he has been totally 
SPOR CRO. cceces day of 
that to the best o 
belief, he will be permanently, continu- 
ously and wholly prevented thereby from 
performing any work for compensation 
or financial gain; and that in consequence 
of such disability the affiant makes claim 
for the disability benefits provided in 
said policy. 


he is the +under Policy 


Affiant states that the Insured has 
other disabliity or health insurance as 
follows: 

Company Address 


Affiant further states that the Insured 
has at no time engaged in military or 
naval service in time of war except as 


SEE cceceeccccnceceasuesreneacendus 
ee re rrr errr ee 
BENS cccccesannceccesneenesen 

Sworn to before me this ............. 

GO GE sc ec ccesaccesvecs Bee 

Saueeoeesns pert apezgcees 
My commission expires the ........... 
GO GE ccccscusocecssceces » eee 
[SEAL] 


[Reverse side of blank] 
Residences of Insured during past five 
years: 


Date Street Number or Rural Location 
State Town 
Full names and addresses of two 
friends or neighbors: .......6.eseee008% 
AMERICAN LIFE CONVENTION COM- 
PANY, OMAHA, NEB. 
Friend’s Statement 
In connection with Disability 


under Policy No........... 





Claim | Address 


The following statements and answers 
are to be made by some person of good 
standing, who knows the Insured well, 
not a relative, and not personally inter- 
ested in this claim. 

1. Name of Insured. 
2. Present Residence 
3. (a) How near to insured do you live? 

(b) Are you related to him? 

(c) Have you a pecuniary interest in 
the insurance upon his life or in 
this claim? 

4. What has been his occupation or 
business since you have known him? 
5. (a) Have you ever known him to be 
disabled by disease or injury be- 

fore his present disability? 

(b) If so, give dates and_ state 
whether he recovered completely 
in each instance, and whether he 
resumed his usual occupation or 
employment. 


6. (a) When did his present disability 
commence? 
(b) What is its cause and nature? 
(c) In what manner does it affect 
him? 
7. (a) How frequently have you seen 


him during his present disability? 
(b) When did you last see him? 
8. (a) What work is the insured doing 
at the present time/ 
(b) What work has the insured done 
since his present disability? 

9. Do you know that the person dis- 
abled is the same as the person whose 
life is insured by the American Life 
Convention Company? 

10. What is your age and occupation? 


PT  dae's tdnae ane eeee koh nba Ke 
Dt Nitec st sdwinketn aaeeenecs 
Sworn to before me this............. 
SN hs Gud tates hi en tae = 
Notary Public. 
My commission expires the........ 
ene ee ace en eee 
[SEAL] 


AMERICAN LIFE CONVENTION 
PANY, OMAHA, NEB. 


Physician’s Statement 


COoM- 


In connection with Claim for Total and 
Permanent Disability under Policy No. 
ES ee 
Se Gr can in cu aee weame'e 
Date of first visit in present disability. . 
Full history of contributing causes.... 
Symptoms and diagnosis............... 
Pe  nnwa¢d~esGaleshearebedinweidesde aie 
To what extent, in your opinion, is the 
insured able to carry on any gainful 
DOS vse ssnbnadéen ceeuedsin shaun 
Is it your opinion that any disability 
now existing will be permanent 

Signed 


, Re rere 
Sworn to before me at ...........000, 
Sekine. Re Wibedkdesen ncn un 192 
Notary Public. 
My commission expires the....... day 
Me eee sethikebekihas 192.. : 


[SEAL] 
AMERICAN LIFE CONVENTION CO, 
Omaha, Neb, 

Medical Examiner’s Statement 


In connection with Claim for Total and 
Permanent Disability under Policy No. 
The following statements and 
answers are to be made by a medical 
examiner of the American Life Conven- 
tion Company. The examiner's fee will 
be paid from the Home Office. 

Gr Sn 6 tn ob 660660 00000606000 
PO. PE anacneowseeoceenoesences 
What is the nature of the condition which 
, insured claims caused total disabil- 
BE £0065 0009006060008 6500065000600 60446 
From what date does the insured claim 
that he became totally disabled? 


After investigation, do you find that the 
insured has performed or been able to 
perform any work since the date stated 
eee Gee Gee cccccesncecntvascese 
What is your diagnosis of his condition, 
after a thorough examination? ......... 


Ts BE GO PU re c 8 ccccccscseesce 
What is your opinion as to the complete- 
ness and permanency of his disability? 
Do you recommend the approval of this 
claim for total and permanent disability? 
SUEEEEE ‘csce0us 4nadeinecisdeibonien M. D. 
Medical Examiner. 


Date 





19 


NEW PLAN IS ADOPTED 
TO FINANCE SERVICE BUREAU 


Plan Worked Out by the American 
Life Convention to Meet the In- 
spection Demands 


_ The American Service Bureau, the 
inspection end of the American Life 
Convention, will be financed out of the 
funds of the latter organization in the 
way of loans to the American Service 
Bureau. The following resolution was 
passed by the American Life Conven- 
tion in executive session: 

“That the legal status of the Ameri- 
can Service Bureau and the so-called 
trust agreement executed and now exist- 
ing by and between the American Ser- 
vice Bureau and the American Life Con- 


vention remain unchanged; that the 
executive committee of the American 
Life Convention is hereby requested 


to levy an assessment on the members 
of the American Life Convention for 
the convention years 1923-24 and 1924-25 
of $5 per million of insurance in force 
and to loan the excess of the proceeds 
of said assessment over and above the 
amount necessary to defray the expenses 
of the American Life Convention to the 
American Service Bureau in accordance 
with such terms as the executive com- 
mittee may deem wise.” 

accent 


Discuss Group Insurance Benefits 


_.O. L. Saether, special agent for the 
Travelers at Milwaukee, was the prin- 
cipal speaker at the meeting of the Of- 
fice Managers’ Association of Milwau- 
kee last week. “Benefits of Group In- 
surance from the Viewpoint of the 
Employer and the Employe” was the 
subject of his address, in which he re- 
viewed the development of group insur- 
ance as the logical outgrowth of the 
relations between employers and their 
employes, and brought out what he con- 
sidered the salient benefits to be derived 
from this type of insurance. He pointed 
out that the morale of employes is natu- 


rally improved where group insurance 
is in force, and that the better class of 
labor will seek situations where such 


protection is given them. Former em- 
ployes who have been laid off in times 
of slack production will be led to seek 
re-employment, and those who stay with 
the concern will be encouraged to work 
for promotion. An increasing formula 
provides incentive for length of service, 
he said. Mr. Saether also advocated 
group insurance as a powerful factor in 
eliminating the need for much of the 
element of community charity, by de- 
creasing one of the great causes of want, 
and in furthering the education of chil- 
dren. 


Disregard California Transfer Law 

According to a ruling from the office 
of Attorney General Webb of California, 
given in response to an inquiry by Com- 
missioner Squires, one section of the code 
of California may safely be disregarded 
as void. This is known as Section 608 
and provides that the insurance commis- 
sioner may revoke the license of a com- 
pany that causes a legal action to be 
transferred to a federal court. The rul- 
ing quotes a decision by the United States 
Supreme Court which pronounces uncon- 
stitutional a similar provision in the 
code of Arkansas. 








HARRISON B. SMITH, President 





George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 























THE NATIONAL 





Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42%. 

Interest earned upon mean invested assets 6.15%. 
Assets of $109 to each $100 of liabilities. 


1917, $54,193,000 
1922, $152,530,000 


Business in force, Dec. 31, 
Business in force, Dec. 31, 


Excellent direct general agency contracts available for Mis- 
souri, Kansas, Southern Ohio and Virginia 














Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal! 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and i¢ has set aside for 1923 dividends to policyholders $52,832,839, equalling about 4% 
of the amount of 1922 premium receipts. 




































For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 














THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Eightieth Business Year — 1923 








Our Agents Have 
A Wider Field— 


An Increased Opportunity 








Because we have 
Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 

















UNDERWRITER 
WRITE AIRMEN ABROAD 





URGE MORE LIBERALITY HERE 





Detroit Man Cites Difference Between 
England and United States— 
Rickenbacker’s Case 





DETROIT, MICH., Oct. 23.—Amer- 
ican life insurance companies and espe- 
cially their actuarial departments should 
take a suggestion from their English 
contemporaries in the matter of insur- 
ing aeronautical risks, inasmuch as 
travel by air is becoming popularized 
and during the past two years has been 
placed upon a much more practical and 
stable basis than heretofore, in the 
epinion of Leo Thomas of Detroit, who 
has had much experie nce in the placing 
of large amounts of insurance on well- 
known aviators. Mr. Thomas said: 

“A’ million dollars of life insurance 
even in this age is considered a large 
amount to be placed on the life of an 
individual, but it is comparatively easy 
for any man who is physically fit, of 
nigh mora! standing, and solvent, to pro- 
cure this amount of life insurance in 
American companies. 


Case of Capt. Rickenbacker 


“Doubtless the average American 
would be surprised to know that Capt. 
E. V. Rickenbacker, America’s Ace of 
Aces, had to make application in for- 
eign companies in order to obtain his 
million-dollar insurance policy against 
loss of life through participation in 
aeronautics. Not only that, but after a 
thorough research had been made, it 
was found that only a very limited 
amount of the million could be obtained 
in American companies even on the 
ordinary life plan. This, however, is 
void should death occur as a result of 
participation in aeronautics in any way. 
Speaking plainly. it is impossible for 
Capt. Rickenbacker to get complete 
protection in American companies. It 
is possible for him to get only a very 
limited amount of ordinary life insur- 
ance, even though waiving the right to 
make claim should death occur either 
directly or indirectly from an aeroplane 
accident, while on the other hand a 
policy may be issued on the life of the 
average citizen and should he meet 
death as a passenger while flying in an 
aeroplane he is fully protected. 

Foreign Companies Work Out Rates 


“The amount of premiums 
for Capt. Rickenbacker’s insurance is- 
sued by foreign companies, which in- 
sures the Rickenbacker Motor Corpo- 
ration against the loss of his life while 
flying as well as death from any other 
cause, is not exorbitant, which proves 
that foreign companies are fast reach- 
ing the point where pioneering in this 
form of insurance will soon be a thing 
of the past, and their actuaries will have 
worked out a compensating rate com- 


required 


mensurate with the risk involved. It is 
now possible to get any reasonable 
amount of life insurance in foreign 


companies, whereby the extra charge 
for insurance against death while par- 
ticipating in aeronautics is covered by 
an additional premium added to the rate 
of the regular life insurance premium, 
This extra charge runs ovcr a period of 
only five years, at which time I assume 
they anticipate that aviation will have 
reached the stage of safety comparable 
to any other mode of conveyance. 
Problem for Actuaries 


“Tt would seem to me that it be- 
hooves our progressive actuaries and 
companies to calculate a rate sufficient 
to cover the risk which would make it 
possible for our American pioneers of 
the air, and perhaps our future benefac- 
tors, to assure themselves and families 
that, should they meet death while en- 
gaged in this great experimental work, 
their loved ones will be provided for; or, 
if this can not be done, let them borrow 
the experience of their neighboring 
actuaries overseas. Such protection is 
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1923 

















| IOWA 
| mA 


LIFE AND 
ANNUITY 


COMPANY 


“THE COMPANY OF CO-OPERATION” 


DES MOINES 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days 


If it appeals to you, write 


HOME OFFICE 


DES MOINES «.T. Bidg.) IOWA 


TERRITORY 


SOUTH DAKOTA 




























ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 

Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street, Chicago 
Successors to Marcus Gunn, 
Consulting Actuary 








OHNE. HIGDON ( Actuaries & Examiners 








OHNC. HIGDON } £°¢ Gates Building 
K J. HAIGHT 
CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








EDERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Ex Bidg. 
Tel. Welout 3761 +§DES MO{NES, 1OWA 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 


Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exami- 
nations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 
Insurance a Specialty. 








Celcord Bldg. OKLAHOMA CITY 
J H. NITCHIE 
° ACTUARY 


1523 Association Bidg. 19S. La Salle St. 
Telephone State 499) CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 








Chemical Building ST. LOUIS, MO. 
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Only high-type men and women can obtain 
contract to represent this company. 


Open territory in Ste and Minnesota. 
General 





Interesting t’s contract di- 

rect with Company backed by real co- 

operation. 

Curron Matonsy Jacxson Matonazy 
President Vice-President 


A. Mosg.ey Horxins, Manager of Agencies 





Home Office Building 


111 N. BROAD ST.. PHILADELPHIA, PA. 
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FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 


A. MARSHALL, Président 


The 63rd Annual Report shows: 
Premiums received during the year 1922.$ 1,369,835 
Payments to Policyholders and 

beneficiaries in 


their 
aims, Endow- 


52.87% of 


General Managers 


Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 





HOYT W. GALE 


Leader-News Building 


CLEVELAND, OHIO 


HOME LIFE INSURANCE CO. 


232,163,052 
46,253,715 


General Manager for Northern Ohie 
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THE PENN MUTUAL 


is national in the scope of its oper- 
It is individual in the serv- 
ice that it renders to its members 
and to its field representatives. 
Back of your independence it is 
ready to stand as an economic bul- 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 
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Pusat Life 
Insurance Company 
Bismarck, North Dakota 








Insurance tn Force, $13,500,000 








H. H. STEELE, 
Presi 

GL, YOUNG, 

J. L. BELL, 


Treasurer 


F. L. CONKLIN, 


H. B. BEACH, 

Asst. Sec, and Actuary 

W. H. BODENSTAB, 
Medical Director 
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now out of the question unless secured 
through foreign companies. 

“Very few aviators know how and 
where to obtain insurance covering 
them as risks, consequently there are 
very few insured.” 








Edwards’ 25th Anniversary 











EW YORK, Oct. 23—An “event 

deserving and receiving consider- 
able attention in Brooklyn a few days 
ago was the 25th anniversary of the 
branch office in that borough of the 
Equitable Life. As Charles Jerome 
Edwards was manager of the office 
when it was established in 1898, so he is 
teday, and in al! likelihood will be for 
a considerable time to come, for des- 
pite the 37 active years that he has de- 
voted to the service of the Equitable 
Mr. Edwards was never in finer fettle, 
mentally and physically, or producing 
Letter results than he is doing right 
now. The silver anniversary of the of- 
fice was celebrated with a banquet at 
the Brooklyn Club, which was attended 
by some 200 agents and office em- 
ployees. Officials of the company were 
also on hand, each paying high tribute 





CHARLES JEROME EDWARDS 


to the worth and work of Manager 
Edwards, The executives present in- 
cluded Vice-Presidents William E, Tay- 
lor, Frank H. Davis, Dr. J. V. E. West- 
fall, Dr. J. A. Stevenson and William 
J. Graham, Secretary William Alexan- 
der and Assistant Secretary H. H. Det- 
cher. 

Speaking for the sales force of the 
office, R. B. Truesdale, one of the star 
business producers, presented Mr. Ed- 
wards with a silver tray and nine silver 
glasses, each glass representing one of 
the nine sub-agencies that Mr. Edwards 
established tor the Equitable Life in 
his territory. 

Mr, Edwards’ agency is one of the 
big business producing offices of the 
country, its writings last year totaling 
over $18,000,000. The first nine months 
of the present year over $16,000,000 had 
been secured, to which $3,000,000 was 
added the first two weeks of October. 
Charles Jerome Edwards is known in 
life underwriting circles from the At- 
lantic to the Pacific, for he has long 
been one of the strong factors in the 
National Association of Life Under- 
writers, and was accorded the unusual 
honor of being twice elected president 
of that organization. He has also 
served as president of the Life Under- 
writers Association of New York. In 
his home community Mr. Edwards is 
president of the Brooklyn Club, and 
has held like office in the Long Island 
Automobile Club and in the Rotary 
Club. 
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SHIELD POLICIES 


WW Ordinary Life Insurance 
Industrial Life Insurance 
Keath § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN, Sec -Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE GC 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 




































In all the History of Life Insurance, there have been 
Few Developments as Significant as the Growth of the 
COLUMBUS MUTUAL LIFE INSURANCE COM- 
PANY, the Company which first Eliminated General 
Agents and other Middlemen, which First Gave Vested Re- 
newals, and which First Gave Unrestricted Territory to 
Agents. There are other Innovations to the Credit of the 
COLUMBUS MUTUAL LIFE, including Perfected En- 
dowment Policies. If you think of a Change in Connections, 
write Your Name and Address on the Margin of this Ad- 1 
vertisement and Mail to the Home Office of the COLUM- 
BUS MUTUAL LIFE at Columbus, Ohio. The Most 
Interesting Insurance Literature You ever Saw will be 
Forwarded to You. Such an Inquiry Involves no Obliga- 
tion. 


N recent months two men have given up $10,000.00 annua salaries to go with the 
COLUMBUS MUTUAL LIFE, although this Company pays no salaries. In the long 
run they will do much better with the COLUMBUS MUTUAL however. 




















A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 














| A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson's “Easy Lessons in Life Insurance.” $1.59, including Quiz Book supplement. The 
q National Underwriter, 1362 Insurance Exchange, Chicago. 


























































































































Oct 
22 THE NATIONAL UNDERWRITER October 25, 1923 _ 
STARTS SALES COURSE) ™um enrollment of von It w remy to 
‘ members and non-members of the as- 
HOME LIFE INSURANCE COMPANY = aa spices oa. a women = sg > oat 
ANGELES NIGHT e same basis as men. e tuition fee, 
OF AMERICA LOs . ; which includes text books and all other 
Enesrperated 3808 expenses of the course, has been fixed _— 
PROTECTION FOR THE ENTIRE FAMILY Life Underwriters Association There * $20, with the wnterstanding that if S; 
. . the enrollments reach 100 each student Cc 
Lif =m fy fgg SO Re ST ep emate Will Have Charge, With Samuel will be entitled to a refund of $2. 
Industrial policies are in full immediate benefit from date of issue. McCurdy as Chief Instructor ———_—— ( 
policies contain a valuable Disability clause and are guaranteed by State Rathbun on Trip Abroad 
Endorsement. G00D CONTRACTS FOR LIVE AGENTS The Life Underwriters’ Association] _ George A. Rathbun, manager of the 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. of Los Angeles will open its own night Eonitekh a sed te _ the 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas school of life insurance salesmanship at awe cae 6 Hf Bs w in : 
- —_ - é the Polytechnic high school in that city London, accompanied by Mrs. Rath- FI 
Oct. 26, the course being conducted by| >¥", and will remain in Europe until or 
Samuel. McCurdy as chief instructor. after the first of the year, visiting Eng- bt 
Mr. McCurdy is not only a successful aed. yor Png Ray © = a is cial 
salesman of life insurance but has also Rath ta! mf ath e Th *: ‘ rN a stra' 
ARE YOU THE MAN— had experience in educational work athbun's health. e Los Angeles life 
along this line, having had charge of P Ch is being penmames } Pty sidet 
Who would consider an attractive manager's contract for Madison, Wisconsin? the course which was held in connection R: oo. =— ent, Curing Mr. field 
with the Y. M. C. A. in Los Angeles} “@t>uns absence. glim 
An established old line mutual company apenting under the laws of New York last spring. ies: Ginn allt Gate teen Ales agen 
State offers you a wider field and inc opportunities for making real money. each ‘week, on Monday and Friday eve- Had Half Million Insurance man: 
A Home Office Official will be glad to talk with you about a practical method nings, beginning at 7:30, and the length Francis H. Swift, prominent Bostoa ne 
of developing a suc ul agency. a the —— a been limited - contractor, who committed suicide some aan 
All negotations strictly confidential. oe 4 in She a ates’ manele time ago, carried life insurance to the mag: 
Address Agency Department, used being “Selling Life Insurance,” by ae bales ocaibay coanivg’ ie tort ok 
F-22, care The National Underwriter ee, ae — Insurance Funda-| pusiness insurance policy of $125,000 on 
me - a. Fenty ogy SO or . | which under the New York law is in- cessi 
e ited to a MaX!I-| contestable. There is some question reat 
whether the other policies are affected the e 
(WAVAPAVAPAVAPAVAVAVAPAPAPAPAPAVAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAPAbaPararararararararararabapabarabaParabaPaPapaPabaPapabaPaParaPararararas by the cause of death. Mr. Swift had mem 
XN been ins poor health and his mind was A 
SH) unbalanced. insur 
X ————_- figuri 
> Consider Fidelity Reserve Merger Than 
S Notice has been sent to all policyhold- tation 
Maj ers of the Fidelity Reserve Life of Ne- rome 
Nj} braska for a special meeting of policy- mar 
Ni} holders to be held Nov. 10 to consider = + 
e] 1e@] a e] ) S Nii approval of a merger with the Moun- eg 
XN tain States Life of Denver. The plan “ C 
Ni| has been approved by the insurance de- there 
‘ Mii partment of Colorado and the de- a On 
We write s sorement of trade and - of will 
41 ebraska, and approval of the policy- 
1. Policies from age 1 to 65 Nil holders is all that we spesenary to con- _ 
X summate the deal. In the notice sent oC 
2. Substandard MH} out, the officers of the ca Reserse 8 
x say that it has reached its full growt irst 
3. Men and women on same rate Q]| inthe limited geld, but ‘must now ex BB Ri 
H pand into new territory, if it is to con- 
4. Double Indemnity tiue to grow. This can best be _ an 
‘ ali XS by merger with a larger company, an 
5. Total Disability > e Mountain States Tile hee indicated a 
‘ 14 x willingness to take over the business 0 
6. Low cost preferred risk policies NH the ‘Fidciity: Reserve ode 
X lee i ae order 
ti h ° X Optimistic About Oklahoma hien 
6 Reve openings at George E. Lackey, general agent for ness,” 
OHIO INDIANA ILLINOIS S the Massachusetts Mutual in Oklahoma, an an 
x and recently elected vice-president of view | 
Toledo Indianapolis Springfield Nii| the National Association of Life Under- the fx 
Dayton Terre Haute Peoria $ — 't optimistic Oleh —— 2 me 
XN uture of business in ahoma. Not- thorou 
Cleveland Kokomo Bloomington X withstanding the unrest incident upos you n 
Nii the political situation in that state, Mr. practic 
MICHIGAN IOWA Nai| Lackey declares that the premium in- must 
X come of his agency the first nine months and le 
Kalamazoo Burlington Ni] of this year exceeded that of 1922 by hess. 
Jackson Des Moines x eae For hee pow 3 o since ee policy 
XS two oil men have each taken out a mil- should 
Detroit Sioux City S| lion dollar life policy. client's 
S Based on figures compiled and pub- to exp 
S lished recently, Mr. Lackey stated that, tools 
~ measured et —. — and an 1 Seeat 
x estimate of yields, the farmer will have € like 
A. O. HUGHES, Agency Director s a_ billion dollars more money for his Written 
Nj crop than in 1922, or three billion more practic 
x than in 1921. As 80 percent of the busi- time | 
~ ness of cities in Oklahoma is dependent Policies 
FARMERS NATIONAL LIFE | RR ee Be 
Nil| is undeniable reason for his optimistic to cop 
Ra) view. needs | 
. —_—_— to mak 
S Cohen & Schwartz Policies 
x Cohen & Schwartz, 363 Drexel build- po tt 
OF AMERICA Nil ing, Philadelphia, have been appointed studin 
Nii] general agents for the Old Line Life of on yin 
NI} Milwaukee. oa 
Farmers National Life Bldg. Chicago, Illinois . Cintehis Senin Sey are so 
x . 
. 3401 South Michigan Ave. icago, Nii} The Capitol Savings Life of Colum. J& single ; 
. S bus, O., is now writing at the rate of death o 
. Sf | $200,000 a month and has $1,500,000 in the ben 
x Nj force. A number of new agency 4? dental 
~ NB nointments have been made recently by insured’ 
SP AP aPAPAPAPAPALAPAPAaPAl arab al arar ar arab abar arab ar abararararapararabararabarabar arab arababarar aba aralabababarabalatababababalabapabababababababarababararard J. Knippling, superintendent © You 
agents. 
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Sales Strategy From Viewpoint of Home 
Office Official; Some Suggestions From 
Experience and Contact With the Agents 


By W. HOWARD COX 


FEEL that it is significant of a new 
[order of things in the life insurance 

business to invite a home office offi- 
cial to speak on the subject of sales 
strategy. Up to a very short time ago, 
life insurance salesmanship was con- 
sidered the exclusive problem of the 
feld man with an occasional mild 
glimmer of interest on the part of some 
agency department official. Nowadays 
many company officers are becoming 
interested in the subject. Nearly every 
company is conducting a life insurance 
course of some kind. There are sales 
magazines published exclusively for the 
life insurance agent and at least two 
services collecting and spreading the 
best thought and practices of the suc- 
cessful producers. A sales research bu- 
reau has been established to correlate 
the experience and sales practices of the 
member companies. 

A few years ago the selling of life 
insurance was largely a question of 
figures and comparative statements. 
Thank goodness, that method of presen- 
tation is rapidly disappearing. The life 
insurance agent is no longer merely 
marketing a commodity. His function 
is to render a service, and when his 
work is put on that basis, it can truly 
be called a profession. I believe that 
there are four things you must know 
in order to achieve full success as a life 
insurance salesman and your success 
will vary exactly in acordance with the 
degree in which you know them: Know 
your business. Know your prospect. 
Know your object. Know yourself. 


First Essential to 
Know Your Business 


I have not ranked the four things you 
must know in the order of their im- 
portance to your success because they 
are all vitally important, but rather in 
order of their importance to your pros- 
pect. You must know your business in 
order to discharge your obligation to 
him. When I say “Know your busi- 
ness,” I do not mean that you must be 
an amateur actuary and in every inter- 
view give your prospect a treatise on 
the fundamentals of life insurance. I 
do mean, however, that you must know 
thoroughly what is in your rate book; 
you must be fully conversant with the 
practices of your company and you 
must know something of the medical 
and legal aspects of the insurance busi- 
ness. You must know what your 
policy contract provides and how it 
should be arranged to best serve your 
client’s needs. The public has the right 
to expect you to know how to use the 
tools of your business. Formerly an 
agent would pick one or two policies 
he liked or understood out of the series 
Written by his company and would sell 
Practically nothing else. He spent his 
ume looking for prospects to fit his 
Policies. When I entered the business 
such men were held up to me as models 
to copy. Now the agent studies the 
needs of his prospects and endeavors 
to make one or more of his company’s 
Policies take care of these needs. I be- 
lieve that life insurance companies will 
Carry this idea even further and by 
Studying the commoner life situation 
ceverable by life insurance will devélop 
special contracts to fit. Already there 
are some contracts that will take care 
of a whole life program, providing in a 
Single policy against loss of income by 
death or disability, a payment of double 
the benefit in the event of sudden acci- 
dental death and the protection of the 
Msured’s own old age. 

ou must know enough about your 


prospect to enable you to decide in your 
own mind what policy forms will best 
fit his needs. It is not necessary to 
know him personally, but you should 
know, at least, his approximate age 
and the approximate ages of his wife 
and children. You should know some- 
thing about his health and finances. It 
is very important to know all you can 
learn of his habits. For example, what 
time he usually goes out to lunch, what 
time of the day he is busiest and when 
he is most apt to be free for your ap- 
proach. The agent who waits an hour 
or so for his prospect is half licked 
before the interview starts. It is sur- 
prising how much of habit there is in 
every man’s life and as a rule you can 
very much increase your chances of suc- 
cess by giving some attention to dis- 
covering this information. It is well to 
know what his hobbies are, what he 
usually invests in and any other inform- 
ation that you can secure will help you 
in framing your approach. 

It is good military strategy to know 
the topography of the battle field. It 
is equally important for you to know 
something about the arrangement of 
your prospect’s office, whether you must 
talk in the presence of others in an open 
office, or at a railing, or whether you 
will be able to talk to the prospect in 





successful, what it was that caused the 
sale and in each interview where you 
are unsuccessful, wherein you have 
made your mistake, or what you failed 
t 


oO. 

At the Chicago convention one of the 
speakers divided the whole world of 
prospects into two groups: 1. Old 
policyholders. 2. Not yet policyholders. 
This is the best classification of pros- 
pects I have ever heard as it empha- 
sizes a very important group we are 
prone to omit—old policyholders 
The principal difference in handling 
these two groups is in the approach. 


Cultivating One’s 
Old Policyholders 


Occasionally my work as an officer 
of the company brings before me the 
papers filed in connection with policy 
claims and I have been impressed by 
the tremendous waste of opportunity 
all agents are more or less guilty of. 
We do not sufficiently cultivate our old 
policyholders. Many and many a time 

have seen on a death claim paper 
that the first policy was bought in my 
own company many years ago, gener- 
ally a small. one and since that time 
the policyholder has bought repeatedly, 
sometimes large amounts, in other com- 
panies. In most cases, if properly sold 
originally and properly cultivated, the 
original agent or at least some other 
agent of my company could have had 
practically all of the business. It is 
up to the agent to follow up his old 
policyholders and cultivate them. If 
the agent dies or leaves, the general 
agent should see that some other agent 
does the cultivating. Do not write the 
application and then forget him. You 














W. Howard Cox is assistant secretary of the Union Central Life. 
He was formerly assistant manager of the home office agency of the 
company under John L. Shuff and prior to that time had had eight 
years’ experience in the actuarial department of the company. His expe- 
rience, therefore, enables him to an especial degree to discuss selling 
problems from the standpoint of both the home office and the field 
men, as he did in this address, delivered before the sales congress con- 
ducted by the local life underwriters association at Dayton, O. 











a private office. Your interview will 
have to be handled differently in each 
of those three situations. 


Know Your Object and What 
You Hope to Accomplish 


One of the most important bits of 
preparation for an interview is to know 
what you hope to accomplish. I firmly 
believe that every time you call on a 
prospect you should have in mind a 
definite thought or proposition that you 
wish to get over to him. Lack of 
knowing your object is one of the prin- 
cipal causes of failure. To many 
agents, “sales strategy” consists of get- 
ting in to see the prospect and then 
trusting to luck that the interview will 
take care of itself. It is quite as im- 
portant to have something definite to 
present. Having a definite object to 
accomplish will strengthen you for the 
interview. 

Know Yourself; Analyze 

Each Call and Interview 

Every call and interview can be made 
valuable if you will analyze it. I am 
reminded of the story of a caddy who 
for a couple of weeks had been caddy- 
ing every day for a certain woman who 
one day tipped him 15 cents and an- 
other day 10 cents and sometimes would 
omit to tip him at all. The caddy began 
turning this proposition over in his mind 
and one day he astonished the woman 
by saying—“What is it I does when you 
tip me 15 cents and what is it I doesn’t 
when you don’t tip me at all?” That 
same spirit applied by the life insur- 
ance agent will go a long way toward 
assuring his success. Try to discover 





after each interview in which you are 





have really just made a vood beginning. 

There are many practically sure-fire 
ways of approaching old policy holders. 
I am going to mention a few that oc- 
cur to me: Fix up a life insurance 
program. Change of age. Birthday 
card. Call his attention to retroactive 
features. Offer to tabulate his insur- 
ance. You can get a small booklet for 
the purpose, and it is always much ap- 
preciated. Small metal box or envelope 
to hold his licies.. Call his attention 
to the five dividends the company has 
declared on his policy. Call his atten- 
tion to the company’s annual statement. 

Innumerable ways of cultivating old 
policyholders are open to you and there 
is no more remunerative source of busi- 
ness in the world. 


Prospects Who Are 
Not Yet Policyholders 


“Not yet policyholders,” are divided 
into two further classes: (a) Friends, 
(b) strangers. It is often easy to ap- 
proach a friend, but usually very dif- 
ficult to close him. I have had con- 
siderable difficulty in a number of cases 
in getting > friend to talk business. He 
has granted me the interview all right, 
but when the time was all used up I 
have discovered that we have talked 
about hunting, fishing, golf; in fact, 
everything but life insurance, and the 
business atmosphere has been entirely 
lacking. Several times I have over- 
come that difficulty by creating my own 
atmosphere of business. I remember 
one particularly hard case where finally 
in desperation I called on my friend 
with an arm full of insurance books. 
walked into his office and planked these 





books down on his desk and there was 
nothing he could do but talk life insur- 
ance. I have made it a practice never 
to call on a friend without at least a 
brief-case to show that I meant busi- 
r--s, 


Opposes Securing 
Interview by Trickery 


Approaching strangers is one of the 
most interesting parts of a life insur- 
ance salesman’s job. To many agents 
it is one of the hardest. I have heard 
many life insurance agents boast about 
interviews they had secured through 
trickery. I am firmly convinced that 
it is not good strategy to get your in- 
terview by subterfuge. In fact I am 
rabid on this subject. Life insurance 
is the fourth necessity. Our business 
is so big and its results so far reach- 
ig and honorable that it does not need 
any apology in asking for a hearing. 

Some of the best agents I know, get 
most of their interviews with strangers 
through personal introductions or let- 
ters of introduction written by friends 
of the prospect. If you have made the 
proper connection with some banker of 
your city you can get a letter of intro- 
duction from him to certain borrowers. 
Sometimes you can get letters from 
creditors to their debtors. These let- 
ters will mean a who!- lot. 

One of the speakers at the Chicago 
convention stated that a letter from a 
banker to a borrower suggesting life 
insurance to cover was a good introduc- 
tion for an interview. I guess we will 
all agree to that. If I ever had a letter 
like that I would feel as if I were sit- 
ting at the left hand of the dealer with 
four aces in my hand and the pot raised. 
I haven’t seen any of this kind of 
bankers in our part of the state. 


Using Telephone to Get 
Interview With Stranger 


A number of successful agents with 
whom I have worked make consider- 
able use of the telephone in securing 
interviews with strangers. I naturally 
refer merely to making the appointment 
for the interview. It is much easier to 
get past the “watch-dog” at the door 
through the telephone than in person 
and if properly handled you can secure 
a_ hearing. Armed with a letter of 
introduction or an appointment by tele- 
phone, your chances of success are mul- 
tiplied manv times because nothing is as 
hard for an agent to overcome as a long 
wait in the outer office or a cold re- 
ception. 

I remember a case where an agent 
was given an endowment to settle and 
he called up another man of the same 
name, but not the policyholder and suc- 
ceeded in having him come to his office 
before the mistake was discovered. He 
eventually succeeded in selling both the 
policvholder and the one who was not 
a policyholder. 


Apovroach and Appeal 
Often Closely Related 


Approach and appeal are often closely 
related and it is usually very impor- 
tant to get your proposition before 
your prospect immediately and in a 
concise and easily understood form. The 
subsequent interview can then be used 
for further development. 

It is well to remember when you ap- 
proach a prospect that he is not inter- 
ested in you but what you can do for 
him. Before taking up your prospect's 
time and wasting yours be sure that 
you have something to offer him worth 
while for him to consider. Try to sell 
yourself with the arguments vou are 
going to use on him. Wherever possi- 
ble, present your proposition in the 
language of the prospect. I am a firm 
believer in having something tangible 
to offer your prospect. I can’t too 
strongly emphasize the importance of 
using some form of brief in practic- 
ally every interview. You have gotten 
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New Policies 


New and appealing line of 
policies being written. 

Rates exceptionally attrac- 
tive. 

Unusual contracts toagents. 


Several splendid agencies 
open:in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 


Burlington, Iowa 








Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can col- 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 








Do You Know That You Can 


do a real job of Agency building? 
Would you like a REAL salary 
and a REAL opportunity? _ 

An aggressive, growing, Middle 
Western life company offers this 
opportunity NOW. 

It has no time for theorists, has- 
beens or rocking-chair leaders. 
If you are of clean record morally 
and as an insurance man; free 
from debt; aged between 30 and 
45; with good health and happy 
in your family life; a fighter and 
a leader of men and if you can 
show us a record of recent results 
—then we have a SALARY and a 
chance for you to BUILD YOUR- 
SELF IN and become a material 
part of this successful company— 
all commensurate with the job 
you are expected to do. 

Give us ALL the information in 
first letter and if possible send a 
recent picture of yourself. 

All answers treated in strict con- 
fidence. 


Address F-83 
Care The National Underwriter. 














MORE THAN 50% 


of the business written by some of our larger: 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested - 
~ ~y le who have written the ad 
ffice for information. “ 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 











a long wa-- toward attracting your 
prospect’s favorable attention if you 
have something concrete to offer. Al- 
ways present something that will serve 
a need. You can usually discover a 
need that the prospect himself doesn’t 
know he has. The most important part 
of every sale is your preparation for it. 


Meeting Objections 
Shows Agent’s Caliber 


A great deal has been written and said 
about meeting objections. Sometimes 
the prospect is sincere in raising his 
objection—sometimes he is not, but in 
any event he offers the objection to 
stump you. There is no other place 
in the interview where an agent has as 
good an opportunity to show what he 
t made of. 

Usually it is poor strategy to tell 
your prospect that he is wrong or in- 
dicate by your reply that you think he 
doesn’t know what he is talking about. 
If you do that the probability is that 
you will have another case about which 
you can say, “I developed the business 
but another agent got the application.” 
The best course is to take the position 
that your prospect is right and then 
gradually lead him over to your point 
of view. 

Usually if your prospect will raise an 
objection it can be turned to your ad- 
vantage. Objections show interest and 
it is up to you to convert it into favor- 
able interest. I have usually felt when 
a man starts raising objections that I 
have him more than half sold. 


Close Starts With 
Start of Interview 


We have all heard speakers declaim 
on the subject of “The Close” and have 
read article after article on the subject, 
but try as I will, I have never been 
able to discover any fundamental. 
psychological laws that set apart the 
close from the rest of the interview. 
To my mind, the close starts with the 
start of the interview and if you have 
made a good apvroach, and a logical 
well planned appeal, the close will fol- 
low without any conscious effort on 
your part. 

The best advice I can give you on 
closing is this: Give your prospect a 
chance to buy. Make it the logical and 
eraceful thing for him to do. No man 
likes to be forced to do anything, but 
most of us can be led. I believe that 
the application blank is the best closing 
document. 

The use of the application depends to 
a large extent on the individual you are 
selling. In some cases I have made 
the anplication blank part of the brief, 
reading right through the arguments 
with the prospect and then discovering 
the apovlication as the last sheet and 
all ready for him to “do his stuff.” 

Many times I have seen the occasion 
when it was extremely difficult to get 
the anplication out of my pocket—sort 
of “buck ague”—when it crinkled and 
~attled like a machine gun battery and 
T was afraid the spell would be broken 
and the prospect vanish. For that rea- 
son T have formed the habit of placing 
the application blank on the prospect’s 
4esk along with any other papers I 
hanpen to be using. 

At other times I have found it ex- 
nedient to present the application in a 
very ostentatious fashion so as to bring 
the prospect down to the point of doing 
husiness or not. 

It is alwavs well to leave 25 soon 
as possible after vour prospect has sig- 
nified his intention to buy. 


Seattle Managers Organize 


SEATTLE, WASH.. Oct. 24.—The 
Tife Insurance Sales Executives Club 
of this citv has been organized. The 
elwh elected Tohn H. Baird. president, 
who is also president of the Seattle Life 
TInderwriters Association. He is moan- 
seer for the Aetna Life. J. H. Wil- 
Wiams. Phoenix Mutual Life. was chosen 
vice-president; Arthur H.  Challiss. 
Massachusetts Mutual. secretary, and 
Dwight Mead, Pacific Mutual, treasurer. 





ADVANCED STEP TAKEN 
BY THE ORGANIZATION 


(CONTINUED FROM PAGE 1) 


and permanent disability benefits. This 
was printed in pamphlet form and dis- 
tributed. 

Resolution on Twisting 


The adoption of the resolution on 
twisting of policyholders and agents 
places the organization in a definite po- 
sition on this subject. There has been 
much complaint in American Life Con- 
vention circles as to the tactics of some 
companies in making special bids for 
agents of other companies by means 
that are considered unethical. The 
charges of this nature are directed to 
but a few institutions. The American 
Life Convention feele that its companies, 
as a whole, are very fair when it comes 
to taking agents from other companies. 
Some companies have reached the point 
where they do not recruit their agents 
from life insurance men who have had 
any experience. They make their pro- 
motions from their own ranks and start 
new in the business who have not had 
life insurance experience. 


Companies Observe Ethics 


Most of the companies declare that if 
they have a position to offer an agent 
of another company, negotiations should 
be made with the company itself so that 
the proceeding may be dignified and 
amicable. While there are charges of 
hypocrisy made, it can be said that the 
American Life Convention companies 
as a whole deserve credit for the posi- 
tion they take in the agency field. Some 
executives are probably leaning too far 
the other way. 

Reynolds a Strong Man 


The new president, Joseph B. Reyn- 
olds, head of the Kansas City Life, is 
one of the organizers of the American 
Life Convention 2d will give it a vig- 
orous administration. He has built a 
large institution himself. The Kansas 
City Life will dedicate its new home 
office building during the coming sum- 
mer. Mr. Reynolds has the confidence 
of his associates. 

Dr. E. G. Simmons, president of the 
American Service Bureau, convinced the 
companies that that organization de- 
serves their hearty support. He sug- 
gested a financial program at the Des 
Moines meeting which was adopted. 


Gibbs Cases Concluded 


The trial of the cases of the Missouri 
State Life. Kansas City Life and Inter- 
national Life, to nullify policies for 
$205,000 on the life of Lonnie Gibbs, 
cashier of the Kirksville, Mo., Trust 
Company, who committed suicide last 
March after he is alleged to have em- 
bezzled $468,000 of the bank’s funds, 
was concluded at Kahoka, Mo., Thurs- 
day. Attorneys were given until Nov. 1 
to file briefs. 

When he killed himself Gibbs had 
approximately $600.000 of life insurance, 
a very large proportion of which was 
taken out shortly before he committed 
suicide. The companies charge that 
Gibbs obtained this insurance by false 
statements as to the amount of insur- 
ance carried and his financial condition. 

Recently Superintendent Hyde sought 
to oust the Aetna Life from the state 
because it had transferred to the federal 
courts a suit to collect a $75,000 policy 
on Gibbs’ life. The federal court at 
Kansas City granted a permanent in- 
junction restraining Hyde from inter- 
fering with the Aetna. 





CONVENTION EXAMINATION ON 


Insurance Departments of Oregon, 
Washington and Idaho Collaborate 
in Oregon Life Work 


The Oregon Life is being examined 
this week by the commissioners of Ore. 
gon, Washington and Idaho. Will 
Moore, commisioner of Oregon, in- 
formed Portland life underwriters at a 
luncheon that he was certain the exam. 
inations would show results which 
would be pleasing to all concerned. 

H. O. Fishback and H. J. Brace are 
the commissioners of Washington and 
Idaho, respectively, who are participat- 
ing in the examination. 


Loss of Hill Keenly Felt 


The life insurance world has sustained 
a heavy loss in the death of Thomas R, 
Hill, superintendent of agencies of the 
Provident Mutual Life who died in the 
Presbyterian hospital, Philadelphia, as 
the result of paralysis contracted while 
attending the Chicago convention. Mr, 
Hill’s health had ben very poor all sum. 
mer but he was so eager to attend the 
convention that he was not detered by 
physical weakness. Virtually the entire 
Home office force and a number of men 
from the field and officials of other com- 
panies attended the funeral services, 
along with other friends and relatives, 

Mr. Hill was 59 years old and had 
been with the Provident since April, 
1897, except for a year and a half ab- 
sence exploring Alaska. He began as 
special agent in the Philadelphia agency, 
became Omaha general agent in 1914 
and was appointed superintendent of 
agencies April 10, 1916. 


Milwaukee Bowling League 


Prizes aggregating $750 have been 
offered in the Insurance Bowling League 
of Milwaukee, and a complete schedule 
has been worked out by league officials. 
Play for the league championship and 
the prizes is now under way, with ten 
teams, representing insurance companies 
home offices, agencies and bureaus, com- 
peting for the honors. A total of 135 
games will be played between Sept. 20, 
1923, and March 27, 1924, by the follow- 
ing teams: Northwestern National, A. W. 
Rogahn, captain; Old Line Life, J. W. 
Marshall, captain; Milwaukee Mechanics, 
A. C. Bruns, captain; Wisconsin Inspee- 
tion Bureau, P. C. Buschbaum, captain; 
Northwestern Mutual Life, E. H. Momsen, 
captain; Chris. Schroeder & Sons Agency, 
Al. Potratz, captain; and Aetna Life 
R. S. Lillibridge, captain, 


Mr. and Mrs. W. A. Roblyn of Okla- 
homa City have returned from a te 
weeks’ visit to Galveston. Mr. Roblya 
is state agent for the Equitable Life 
in Oklahoma, 








The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 














Organization 
Methods 


Main Office: 40 Rector St., New York 


Personnel 
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H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment 


Western Office: 327 S. La Salle St., Chicago 


Standardization 
Modern Office Planning 

















